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Life insurance dollars do a 


TRIPLE JOB for VICTORY 


Life insurance dollars are being molded into guns, ships, tanks, 
planes. American life companies, through their purchases of 
U. S. Government bonds, have loaned our government nearly 
£6,000,000,000 of the people’s savings. Since the outbreak of war 
in September, 1939, the life companies’ net investment in Govern- 
ment Bonds has increased by a round Billion dollars — enough to 
build 7,200 pursuit planes, or 13,000 medium tanks, or 160 modern 
destroyers, or 12,500,000 Garand rifles. 

And — life insurance does not do one defense job, but three. It 
helps arm America. It also helps ward off deadly inflation. And it 
protects you and your family against personal disaster, protection 
which even more in time of war than in time of peace is essential 
to national welfare. 

Life insurance, dependable servant of peace time America, now 
helps put muscle in the fighting arm of an aroused, united nation. 
Here is a living example of the truth that tremendous power in 
war, as in peace, lies in the voluntary efforts of free men and free 
institutions working together in a common cause. 


* * * * 7 
Sound, progressive management 
safeguards your NWNL policy 


Again NWNL presents the first complete 
and final life insurance balance sheet — pub- 
lished as usual on the first business day of 
the New Year. 
In 1941, NWNL has 
— reduced total management expenses, 
despite rising operating costs and in- 
creased insurance in force 
— improved the quality of sales and ser- 
vice to policyholders 
— reduced policy lapses sharply from 1940 
— increased sharply the percentage of 
management expense dollars that are 
paid to agents 


NWNL is well prepared for whatever tests 
lie ahead. The company’s past record and 
the Financial Statement below attest that 
“Security First” is more than a slogan with 
NWNL — it is its guiding principle of man- 
agement. 


57th Annual FINANCIAL STATEMENT December 31, 1941 


RESOURCES 


LIABILITIES 


U. S. Government Securities (25.1%) $21,799,108 Legal Reserve on Policies....................$65 
Bonds Fully Guaranteed by the U. S..( 7.5%) 6,451,854 Death Claims Due and Unpaid 


Canadian Government Securities P 437,036 
Other Bonds: 


Claims for which Proofs - not Complete 
Present Value of Death, Disability, and Other 
Claims Payable in Instalments 


State, County, and Municipal 2,618,201 Premiums and Interest Paid in Advance and 


Railroad Mortgage Bonds 6. 5,318,982 Premium Depo 


sit Funds 


Railroad Equipments ( 8%) 683,127 — Reserve for Polic y Di idend 

‘oad Ec y Dividends on Deposit and 
Public Utility . eee Declared for Payment in 1942 <i 
Industrial -1%) okt Reserve for Taxes Payable in 1942 
Miscellaneous ( 87%) 652,710 Miscellaneous Liabilities 


First Mortgage Loans - 16,491,993 


Policy Loans ; 9,229,752 Total Liabilities $80,025,136 


Real Estate (Incl. Home Office Bldg. 


Voluntary Contingency Reserves and Surplus Funds 


and R. E. Sold Under Contract). . 2,533,777 for Further Protection of Policyholders: 
Premiums, Due and Deferred 2. 2,179,026 ote Contingency Reserves* $ 1,899,693 
0 


Interest Due and Accrued and 


eral Contingency Reserve. 


Various Other Assets 7% 575,666 Unallocated Surplus Funds 


2,301,683 Paid-in Capital 


4,804,254 
$86,729,083 


*Includes reserves for fluctuations in asset values, interest rates, mortality 


Insurance in Force e-€. ee @ € $481,197,511 and disability rates, and for policy dividends not yet declared. 
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WE ARE BUILDING 
FUTURES 


We have just set up an 
Agency Division in which 
the entire staff, headed by 
an Agency Vice President, 
came from our own ranks. 


The seven men who com- 
prise this staff have a total 
combined service of 134 
years with this company. 


No one of them ever 
worked for any other in- 
surance company. 


Every one of them has 
worked as an Agent in 


the field. 


This tells the story better 


than any other way we 
know of how Shield Men 
are building futures. 
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Economists at Odds 
on Post-War Trend 
in Interest Level 


Permanence of F actors in 
Downswing of ‘30s Is 
Key Point 


NEW YORK —Economists and _in- 
vestment experts are far from being 
agreed on the course of interest rates 
after the war, it was evident at a round 
table discussion of a panel of outstand- 
ing men in these fields held in connec- 
tion with the annual meeting of the 
American Economic Association here. 
Eminent authorities persuasively put 
forth cogent reasoning showing why 
the level of interest rates could be ex- 
pected to rise. Equally eminent au- 
thorities were equally convincing in 
their contention that a decline should 
be expected. 

Those who felt interest rates would 
rise after the war cited the tremendous 
current expenditures of the government, 
the cut in the inflow of gold from out- 
side countries, and the fact that the 
whole period of the 1930s was a spe- 
cial situation affected by frightened 
capital fleeing to this country for 
sanctuary, while persons in this country 
were afraid to invest in anything but 
the most obviously sound securities. As 
this fear passed, money should go more 
into venture capital which in turn 
would ease the demand for the top- 
grade securities and bring about a more 
normal level of interest rates. It was 
anticipated that there would be a great 
demand for capital with which to re- 
build a war-torn world. 


Basis for Downward Trend 


The other attitude, which more or 
less reflects the new deal philosophy, 
was that, far from being a temporary 
manifestation, the condition of the 1930s 
represented a real trend, the result of 
an excess of savings over available in- 
vestment opportunities. The war might 
temporarily obscure this condition but 
with hostilities over the excess of sav- 
ings over investment would return with 
renewed force as a factor to batter 
down interest levels. It was pointed 
out that if the government chooses to, 
it can keep interest rates down by its 
fiscal controls. 

Dr. W. W. Cumberland, who has 
served as financial expert to the United 
States, Peru, Haiti and Nicaragua and 
is now economist of the investment 
house of Wellington & Co., expressed 
concern over the government philoso- 
phy behind the creation of the growing 
national debt. There is no way, he 
said, of ascertaining at what precise 
point government deficits will result in 
economic and currency disorder but he 
said that there is sufficient evidence for 
believing that deficits probably will con- 
tinue for some time without the pub- 


Marked Gains Shown in 1941 


Sample Analysis Shows Insurance in Force 
Increase 50 Percent Greater Than in 1940 





Preliminary 1941 new business figures 
of leading life companies show marked 
increases in both new paid business and 
gains in insurance in force. The gains 
in insurance in force are particularly 
noteworthy. 

To provide some indication of the in- 
creases registered, figures of 11 com- 
panies which arrived first, were tabu- 
lated. These companies wrote a total 


7-—New Paid Business—, 
194 1940 


Business Men’s Assur.....$ 25,464,719 
Coalomink EMG 0s sciwsec'c 21,147,421 
Columbus Mut. Life ...... 13,521,696 
Connecticut Mutual ...... 08, 238, 955 


Continental American Life 18, 083,882 
Continental Assurance.... 101, 300, 079 
Equitable Life, D. C....... 37,434,095 
Equitable Life, a eine! as.4°2 > 2,018,098 
Fidelity Mutual Life ...... ,114,752 
Home fife, No YV.... 26... 53,055,075 
Imperial Life, Cae scenes 24,772,14 
Indianapolis Life ......... 2,063,70 
Massachusetts aaa 140; 000; 000 
National Life, Vt. .....+<.«- 53,806,225 
Northwestern Mutaal Life. 236,009,899 
Northwestern Natl. Life... 44,240,4962 
Occidental Life, Cal. ...... 127,914,354 
aitaetoer as 50,000,000 


Shenandoah Life 


of $523,583,885 new business in 1941, a 
16 percent gain. Their combined gains 
in insurance in force in 1941 were 51 
percent greater than in 1940. Gains in 
insurance in force in 1941 represented 
41 percent of the total new paid busi- 
ness compared to 30 percent in 1940. 
Although these figures represent the 
experience of only a few companies, 
they show satisfactory trends in 1941. 
--Change in Ins. in Force 
1941 40 


$ 21,203,283 +$26,069,2791 $5,182,092 
21,147,421 +9,159,107 +5,089,133 
11,309,093 +17,542,755 + 4,546,089 
101,948,307 +51,079, + 42,980,589 
16,759,962 + 5,524,837 +1,249,851 
92,603,761 + 31,772,272 +21,770,973 
31,300,478 + 20,803,334 +10,856,187 
45,359,821 + 20,832,320 +12,852,648 
25,821,486 +12,218,651 + 4,775,326 
43,609,392 +29,596,137 +16,794,159 
21,205,850 + 7,027,894 + 2,843,181 
11,070,920 +5,776,000 + 3,712,455 
128° 000,000 + 35,000,000 + 26,000,000 
45,056,847 + 25,068,079 +13,985,538 
199,467,081 +95,942,131 + 37,520,201 
44,528,423 + 21,163,324 +19,463,474 
74,377,500 + 107,000,000 + 29,196,786 
36,114,826 + 32,000,000 +19,475,936 


1Includes reinsurance Liberty Life of $17,037,995. 


“Figures include group. 








Remove Insurance 
from U. S. Price 


Control Measure 


WASHINGTON — Insurance, which 
was included in the commodities price 
control bill as passed by the lower house 
of congress, was deleted when the meas- 
ure was considered by the senate after 
the difficulties that would be encoun- 
tered by its attempted enforcement were 
pointed out by insurance interests. 


L. O. M. A. Rally Is April 27-28 


The spring conference of Life Office 
Management Association is to be held 
April 27-8 in King Cotton hotel, Greens- 
boro, N. C. 








Equitable of Iowa 75th Year Party 


DES MOINES—Equitable of Iowa 
will observe its 75th anniversary with a 
birthday party of all home office em- 
ployes at the Wakonda Club here Jan. 
21. Stockholders meet Jan. - 22. 








lic’s recognizing that currency and 
credit are steadily deteriorating. 

The greater the deficit and the re- 
sultant public debt, said Dr. Cumber- 
land, the more eager are government 
financial officers to keep interest rates 
low. Present indications are that reve- 
nues are not likely to equal one-half of 
expenditures and that deficits will be 
financed principally through banks 
rather than by sale of government 
bonds to private investors. He warned 
that if the concept of “no cost, or nom- 
inal cost” for borrowed money con- 
tinues to gain support it will be neces- 
sary to reexamine the whole theory of 
creditorship and capitalism as_ this 
country has known it. 


Insurance in Force 
in Canada Hits New 
High Despite War 


_MONTREAL—Life insurance in war- 

time continues to reflect individual and 
national stability as it did in time of 
peace. The continued growth of life 
insurance testifies to the fundamental 
conviction of victory that animates the 
Canadian people. 

“In the present struggle, life insur- 
ance is successfully meeting every test, 
thus repeating the experience of the 
last war,’ George W. Bourke, president 
of the Canadian Life Insurance Officers 
Association and chief actuary of Sun 
Life of Canada, declared. 

Despite unprecedented taxation, de- 
spite demands of war loans, war savings, 
war service and war charities and higher 
living costs, life insurance in force in 
Canada at the end of 1941 reached a 
new all-time high of almost $7,500,000,- 
000. New sales were 10 percent above 
those of 1940 and represented the first 
important increase in four years. Of 
even more significance was the encour- 
aging decrease in the number of policies 
lapsed or surrendered. The decline in 
policy loans, which have shown a steady 
decrease in the last three years, is also 
gratifying, Mr. Bourke stated. 


Big Contribution to War 


“In the last victory loan subscriptions 
from life insurance companies accounted 
for one-seventh of the total, and since 
the outbreak of war over $170,000,000 of 
policyholders’ savings have gone into 
Dominion war loans, 

“Life company executives, office staffs 
and field forces have also contributed in 
a large measure to war activities, over 
1,700 of the companies’ male staff and 
representatives having enlisted for active 


$100,000,000 in New 
Business Flooded 
N. W. Mutual in Dec. 


Eastern Regional Meet 
Told of Pre-War-Clause 
Rush of 20,000 Cases 


NEW YORK—News of the tremend- 
ous avalanche of new business done last 
month in anticipation of the war clause 
which became effective Dec. 24 served 
to dispel from the Northwestern Mu- 
tual’s big eastern regional convention 
much of the sobering effect of the war 
and its attendant problems. So great 
was the flood of applications that despite 
evening and Sunday work the home 
office was able to supply the final figure 
only in time for Director of Agencies 
Grant L. Hill to include it in his talk 
at the. luncheon session which concluded 
the meeting. 

Submitted business for December 
totaled $100,000,000 on 20,000 applica- 
tions. Of these applications 11,800 were 
received after Dec. 21, indicating the 
magnitude of the rush to get under the 
wire before the Dec. 24 deadline. Busi- 
ness issued in December totaled $44,- 
000,000, equal to October and November 
combined. Total new business issued 
in 1941 was more than $284,000,000. 


President Cleary Absent 


Everyone missed President M. J. 
Cleary, who has always been on hand 
for the eastern regional meeting since he 
first began attending them in 1929 as 
vice-president. Illness prevented his 
making the trip to New York. L. J. 
Evans, assistant director of agencies, 
read Mr. Cleary’s address, which is al- 
ways an outstanding feature of these 
meetings. Illness also kept Vice-presi- 
dent Edmund Fitzgerald from attend- 
ing and taking his customary place as 
toastmaster at the banquet which wound 
up the first day’s activities. Mr. Hill 
took over in this capacity. 

Concerning the vast volume of busi- 
ness done on the strength of the war 
clause announcement, Mr. Hill said that 
nothing like it had ever hit Milwaukee 
before. Despite overtime, nights, Satur- 
days, and even Sunda;s, the medical de- 
partment is swamped and applications 

(CONTINUED ON PAGE 22) 








service and over 8,700 being regular 
pledged purchasers of war savings cer- 
tificates. 

“Life insurance personnel and life in- 
surance dollars are both doing double 
duty—for normal activities are being 
carried on in addition to wartime un- 
dertakings. Thus, while over $120,000,- 
000 was invested in war loans in 1941 
by life insurance companies, another 
$165,000,000 was paid out to meet policy 
obligations, 70 percent of this money be- 
ing distributed among living policyhold- 
ers for matured endowments, annuity 
and disability payments, dividends, etc,” 
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Eschew Investment ‘War Clause Practices Are 
Set Forth in Time Table Style 


Forms Today, 
O. J. Arnold Advises 


MINNEAPOLIS—Agents can serve 
the best interests of their clients and 
their government by recommending the 
purchase of low-cost, life-long protec- 
tion instead of investment policy forms, 
to be supplemented by the purchase of 
defense bonds, O. J. Arnold, president 
of Northwestern National Life, stated 
in his annual review of the company’s 
financial statement before a meeting of 
the White & Odell agency. The meet- 
ing was attended by more than 100 
Minnesota agents. 

“A drive by life insurance men to 
sell protection forms such as ordinary 
life, alone or combined with term, and 
to urge their clients to invest in de- 
fense bonds the difference between this 
low premium and the higher premium 
that would be charged for retirement 
policies, would help mightily to meet the 
extraordinary needs of our government 
in prosecuting the war,’ Mr. Arnold 
declared. “Moreover, in the difficult re- 
adjustment period which is bound to 
follow when the war production pro- 
gram tapers off or stops abruptly the 
policyholder who finds himself in need 
will have his bond investment to fall 
back on and will stand a much better 
chance of being able to keep his life 
insurance protection unimpaired.” 

New sales of ordinary _ business 
showed little change from 1940 in total 
amount, yet the number of policies sold 
increased substantially. This reflects a 
larger proportion of policies of under 
$2,000, more insurance being bought by 
small purchasers. 


_ The meeting was presided over 
jointly by A. R. Hustad, manager of 
the twin city organization, and R. E. 


Habermann, manager of the outstate 


organization. Following Mr. Arnold’s 
review and analysis of the financial 
statement the meeting was addressed 


by Paul Dobson and Harry P. Olson, 
the two leading producers for the twin 
city and outstate groups, respectively. 
Guest speakers were Robert E. Shay, 
Minneapolis manager for Bankers Life 
of Iowa, and Clinton M. Odell, co- 
founder with the late Frederick White, 
of the White & Odell agency and now 
retired from the life insurance business. 


Speaks Again in Chicago 


Mr, Arnold spoke on the same theme 
at a joint meeting of the Cramsie-La adt 
& Co., and R. J. Wiese general agencies 
in Chicago this week. If policyholders 
have a backlog of savings in defense 
bonds, he said, it will serve to tide them 
over the readjustment period that will 
follow the war without impairing their 
life insurance. He said for these times 
the ideal combination is some arrange- 
ment of ordinary and term insurance, 
and he expressed the hope Northwestern 
National may get out a form of term 
insurance that will fit well into such a 
program. 

The job of life agents today is to sell 
life insurance, not to determine the mili- 
tary, naval and governmental strategy. 
He pointed out a thorough-going job of 
life insurance selling may have an ap- 
preciable effect in minimizing inflation, 
as life insurance siphons off the peoples 
savings. 

There is a splendid opportunity to sell 
a large volume of new business this 
year, he said. The coming of war has 
brought the people face to face with the 
thought of death. 


Public More Realistic 


p The imposing of war clauses, increase 
of premium rate, etc., have been only 
partly responsible for ‘the huge amount 
of life insurance sold in the closing 
month last year. Mr. Arnold said North- 
western National Dec. 24 received $1,- 
284,000 of business and Dec. 26 about 
$800,000. A study of these submissions 
shows only 7% percent increase in ap- 
plicants ages 29-36 who would be af- 


follow 
pattern, 
in each 


While war clauses usually 
either the “status” or “results” 
there are a number of variants 
of these general classifications. The 
following table indicates, on the basis 
of information available up to the middle 
of this week, the details of each listed 
company’s clause and to what classes of 
applicants it applies. In the case of 
companies operating in New York state 
it should be noted that even though 
some may be shown as using a “status” 
clause they, of course, use the “results” 
variety in New York, since the law per- 
mits exclusion only of deaths due to 
war. Also New York does not permit 
the civilian foreign travel and residence 
exclusion. 

Both “Status” and “Results” 


‘ 


“ 


Since some clauses are “status” for 
some types of deaths and “results” for 
others, the tabulation does not classify 
them as to status or results but accord- 
ing to what is excluded and under what 
circumsiances. Following is an ex- 
planation of the symbols used for the 
various types of deaths excluded: 


Acacio MUGUAl 66 scs 6d éwienis ABCDX 
RUN GRC O co.c-h:0 8 ws ose os 3 oe Re ABC*Z 
BINGMOS  éoekasoesee es oss oo ooee A*B*D* 
American National .......... D Nag Oop 

AS WO: WW. OL IN. 2s 603s ke eoe A*C*X 
Attias, Okila....... eesicaae ate ABDEX 
Bankers, TOW 2.00000 0s secwe ABCDZ 
Bankers: National. .ci.é6c% in sed A*B*C*D*xX 
California-Western .......... A*B*Ct*D* x. 
SCRNNUNI eG wie cayete nee n ee bee eee A*Bt*C*X 
CE, Blk ce ctwace saves en con ABDE 
COMMON WEAIER | 66.050 00 60sec we ee A*B*Cx 
Connecticut General......:.....< ABCZ 
Connecticut Mutual. «.........% AB*DX 
Continental Assurance........A*B*C*X 
Hauitable, TOWS: ...06<66..06568B2 
Maitahle, IN. Wiis ee soc cee eke ABCDZ 
OY a 550 ew 008s Siro 6 Reece wee AD 

TIGR IREY DEER s kos oe Sie A*B*CtZ 
General American. «.:s:0 6.525. A*B*C*D*Z 
APR POIOTS Ne Diss 0eso Gone eee A* 

EAMG BUR, Dus Wb:620% winwiescle vie see A*B*Cc*X 
Jefferson Standard............ A*B*C*x 
JORM BMANCOCK aos s ocd sees A*B*C*Z 
Kansas City: DTAfe.. ...5.)..3...,- ABC Dx 
Efe Of ViTMIMiRe css ci vccsves ADX 

Fe es eee eee ABDEG 
TARCOIN NATIONAL «200.62 sa decad A*B*C*DX 
MAQRROLLON. —65-6:6 <:8 9:9 600s 4 wee anes RMD 
Massachusetts Mutual........ ee 
DECEPDDOMCAT 50:5 oie o:0.o-6:s0c0 0.025 ee 
Minnesota Mutual............./ ASB *C*D*z 
MGRAGON 445060660 6s0005855s00 eee 
Bratuel, Wy. LY. scaow.. sos eaw ewes ADX 
Mutual Beneht 4.056.002 vicnc% ABCDFX 
National Guardian ......0.ss0. AX 
TAG) Migs BG PAs 'o ess i aa eve AD 
PIREIOREL OE Vbi sé. 0065000 e oe AB*C*DZ 
New England Mutual......... A*B*Cc*xX 
New Zork. Dale. . 65650040 sss ABX 
Northwestern Mutual......... AC*DZ 
Northwestern National........ AB*FDX 
Occidental, Calif... 6...6:0.0<:sRBCDA 
CRG THASIOOGEL cove cerkteeecncd A*B*C*D* 
ee eae ee res ABC*DX 
Pacific National 2666040508008 A*B*C*D* 
eG linc. 01.6 Ue ne eee A*B*C* 
PORIRGEIBE, Flic occ vcivsuccesdl ABDX 
Penn Mutual o4.06 .s0ss0wsseeed A*B*C*X 
Pee, TOG. oi.ik 66 kd oeennewads A*B*cC*D* 
Phoenix BEGtUal 26s veasvecvcd A*B*C*Z 
Provident? Mutual, oo0s0c%6 sees A*BtZ 
Protechive;, AlBi....606sos sees wer A*B*C*Z 
ui cl | CE ey eee paren s — ADX 
FROUIAMNOO se esicecccvecvcccsecet AB*C*DX 
PET REG ss pe saa cae eee e A eX 
Seranton TiAfe «....0...6.0%00<s..ABECDX 
RSDOTIUUCY, Miss Sb aecctee is bw ee we A*B*C*X 
So ey eT: ere mnmertergsrsess (1) 
SSOMENWOBUEPR: 6.6 écc06a-8 ese es A*B*X 
SEA EO) DUMCUOL soo 6icG-s civ cens vowed AC*D 

LE RUOIBO ci nic censeh easansaa eee 
mon (CONtIAL. « <,.6.s.60Gie dude cee ABC*DEZ 
Dnited Bs Go As é.ceisnsatiiucs Ar B*Crx 








fected by the war clause and applied 
early to avoid having it in their policies. 
Yet Northwestern National business in 
December increased 118 percent. 

He urged the agents to live as eco- 
nomically as possible this year, to do 
everything they could to preserve the 
national unity and to do the job of work 
before them. 

Among guests were J. H. Brennan, 


A... war-caused deaths in armed 
forces outside U. S. & Canada. 

B ...mnon-war deaths in armed forces 
outside U. S. & Canada. 

C ... civilian war-caused deaths out- 
side U. S. & Canada within 2 years. 

D . . war-caused deaths in armed 
forces within U. S. & Canada. 

E ...mnon-war deaths in armed forces 
within U. S. & Canada. 

F ... civilian non-war deaths outside 
a; S. & Canada within 2 years. 
. aviation deaths except as fare- 


paying passenger on airline. 
Z...aviation deaths if acting as pilot, 


crew member, or trainee. 

Asterisk (*) indicates United States 
only (not Canada). Figures in right- 
hand column indicate age groups to 
which clause is applied routinely. M 
and F refer to males and females. In 
all cases companies not applying clause 
to all applicants reserve the right to ap- 
ply it to others than those indicated 
and of course members of the armed 
forces. 1-A etc. refers to selective serv- 
ice classifications. 

1-A, pilots, student pilots under age 28 
All 

M 15-36 

M&F 15-35 

M&F age 16 and over 

M 15-36 

M 16-35 

M&F 15-36 


M&F 10-45 

M to age 35 

M 18-36 

M 15-45 

All 

All 

All 

All 

All 

All 

All 

M 15-35 

All 

All 

M 17-35 

M&F 10-65 

M (single) 15-30 

M 18-28 

All 

All 

All (Military but not civil flying 
excluded) 

All 

All 

M 15-37 (exe. class 3) 

All 

All 

M 16-45 

All 

M (single) 15-35 

All 

All 

All 

All 

M 15-36 

M 15-35 

M (single) 10-45, (married), 15-36 

M 15-36 


M (single) 16-28 

M (single) 16-35 

All 

M 15-45 

All 

All 

All 

All 

M 16-36 

M 15-36 

M 18-30 

M 15-36 

All 

All (clause 

All 

All (Military 
excluded) 

All 

M 15-36 


(exec. 3-a) 


expires in 5 years) 


but not civil aviation 


Fidelity Mutual, president of the new 
Life Agency Managers of Chicago; 
Harry T. Wright, Equitable Society, 
past president National Association of 
Life Underwriters; P. B. Hobbs, Na- 
tional association trustee and Chicago 
agency manager Equitable Society; A. 
E. McKeough, Occidental of California, 
president Illinois State Association of 
Life Underwriters; W. M. Houze, John 


U. Ss. Life Restle 
Give Slants on 
Far East Problems 


NEW YORK—Anmrerican business in- 
terests in the Far East did not anticipate 
a Japanese attack on the United States, 
although they were preparing for the 
contingency of a war between the United 
States and Japan, Mansfield Freeman, 
president of United States Life and Asia 
Life, Shanghai, stated in an interview. 
30th companies operate in Chinese 
ports, the Straits Settlements, Philip- 
pines, Netherland Indies, and United 
States Life is active in Hawaii. The 
Asia Life has approximately $20,000,000 
in force in that area and United States 
Life $10,000,000, of which about 25 pner- 
cent is in Hawaii. Little is known about 
the business in Japanese occupied areas 
except that word has been received indi- 
rectly that the staffs are safe in Shanghai 
and Manila; nothing has been heard from 
Hong Kong since its capture. L. D. Lit- 
tlefield, vice-president Asia Life. and W. 
A. Hale, vice-president United States 
Life, are in Shanghai, and Mrs. Ethel 
Newman, resident secretary, is in Man- 
ila, General agent in Shanghai for the 
United States Life is the American Asi- 
atic Underwriters and in the Philippines, 
Elizalede & Co., Manila. 


Manila Before War 


Before the occupation of Manila, 
United States Life received word that 
business was suffering a minimum dislo- 
cation from the war. All policies writ- 
ten in the Far East for many years have 
contained a military and naval service 
clause. The plan followed is similar to 
that used by the Canadian companies. 
Assured in military or naval service in 
war time pay an extra premium of $90 
per $1,000; in submarine and air service, 
$150; physicians, $40, and nurses, $25. 
United States Life had one $5,000 claim 
resulting from the attack on Hawaii be- 
cause of the death of a naval flyer. The 
company is continuing to write full cov- 
erage up to $5,000 on civilians, as is 
being done by other companies operat- 
ing there. Companies operating in the 
Far East use more restrictive military 
and naval service clauses than customary 
in the United States. 

United States Life had one of the best 
years in its history in 1941, ending the 
year with a gain of $12,000,000 insur- 
ance in force as compared to a gain of 
$5,350,000 in 1940. Insurance in force 
is now over $70,000,000. Accident and 
health premium income in the first full 
year the company has written the line 
approximates $150,000. 

It is taking over 5,000 square feet of 
additional space in its home office build- 
ing at 101 Fifth avenue, and is remodel- 
ing’ and rearranging space on _ several 
floors in the interest of efficiency. Al- 
ready completed are an auditorium 
which seats 75 and a kitchen. The au- 
ditorium is used as a large reception 
room when no meetings are in session. 
It also serves to house articles of his- 
toric interest in the development of the 
company. Among these are the com- 
pany’s charter and first policy, issued in 
1850, and old slave policy issued in 1852, 
and an agency publication of 1864. The 
company plans to enter additional states 
in 1942. 

C. V. Starr, chairman of both United 
States Life and Asia, has extensive pub- 
lishing, financial, and other interests in 
the Far East, mostly in Shanghai and 
Manila. During the bombing and burn- 
ing of Shanghai in 1937 by the Japanese, 
United States Life did not have a single 
death claim, and Asia Life but two. 
There was no loss of life or destruction 
of property in the recent occupation of 
the International Settlement there by the 
Japanese. 


Hancock, past president Chicago asso- 
ciation. Carl A. Peterson, supervisor 
of agencies Northwestern National, at- 
tended. ‘ 
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Wasiivernatens Nat’ ] 
Gives No. 1 Report 


Minneapolis Company’s 
Statement Released Jan. 2 
—Insurance Up $21,000,000 


Northwestern National Life again 
this year keeps up its remarkable rec- 
ord of being the first company to re- 
lease its annual statement figures. The 
story was available for daily newspapers 
Jan. 2. That requires a great deal of 
close planning. 

Northwestern National was able to 
cite very impressive gains in many di- 
rections and an increase in financial 
strength. 

Insurance in force totaled $481,197,- 
511 or an increase of about $21,000,000. 
Assets now total $86,729,083 or an in- 
crease Of $5,944,880. Surplus and vol- 
untary contingency reserves increased 
to $6,703,947, consisting of capital $1,- 
650,000, net surplus $2,504,254, general 
contingency reserve $650,000, special 
contingency reserve $1,899,693. 

President O. J. Arnold remarked that 
management expenses were reduced in 
1941 despite. the rising operating cost 
and despite the increase in insurance 
in force. There was a sharp improve- 
ment in persistency and a substantial 
increase “in the percentage of the man- 
agement expense dollar that was paid to 
agents.” Mr. Arnold attributes the im- 
proved persistency not only to the bet- 
ter financial condition of many policy- 
holders but also to the Northwestern 
National’s method of compensating 
agents which puts a premium on per- 
sistency. 

Northwestern 


National’s investments 


in U. S. government bonds increased 
$3,770,000 during the year and now 
total $28,250,962. The mortgage ac- 


count went up to $16,491,993, or an in- 
crease of about $5,000,000. The mort- 
gages are mostly FHA. Policy loans 
at $9,229,752 are about $200,000 lower 
than a year ago. 

Death claim payments totaled $2,638,- 
842 and payments to living policyhold- 
ers including policy loans amounted to 
$3,371,617. Payments to policyholders 
since organization have amounted to 
$118,927,969. 


New Setup in 
E. A. Woods Agency 


The Edward A. Woods Co. agency in 
Pittsburgh of Equitable Society has 
been divided into executive, agency and 
home office departments. The execu- 
tive department continues to be headed 
by William M. Duff, president and man- 
ager. 

William J. Cummins becomes head of 
the agency department as agency super- 
intendent and — L. Feldman is as- 
sistant agency superintendent. Mr. 
Cummins has nies with the office since 
1919 and has been in charge of recruit- 
ing. Mr. Feldman has been with the 
agency since 1926, and has headed the 
estate analysis and program and the 
advanced underwriting departments. 

The home office division includes 
cashier’s department, medical, real es- 
tate and a claim department. 

The agency department has been di- 
vided into six divisions, each headed by 
its own director. These are the agency 
training, recruiting, leads, agents’ bu- 
reau of issue, group and salary savings, 
and assured home ownership. 


Bay State Bank Dividends 


Dividends totaling more than $1,000,- 
000 will be paid in 1942 by Massa- 
chusetts savings banks on life policies. 
The same basic scale will be used as 
1941. Four of the issuing banks will pay 
less than the basic. Premium rates will 
remain unchanged. 


Woodsen Assistant 


Manager of 
Research Bureau 


Announcement was made of the elec- 
tion of B. N. Woodson as assistant man- 
ager of the Sales Research Bureau at a 
gathering of the staff to listen to a pres- 
entation of the history of the bureau at 
its 20th anniver- 
sary by Manager J. 
M. Holcombe, Jr. 

In 1922 the bu- 
reau began its ca- 


reer aS a part of 
Carnegie Institute 


of Technology. 
Domiciled there at 
the same time was 
the Life Insurance 
Salesmanship 
School. At that 
time 13 companies 
became members. 
Today there are 

27 members. 

Mr. Woodson started business with 
the Union Pacific Railroad. He soon 
entered the life insurance business in 
Omaha as secretary to R. E. Irish, now 
president of Union Mutual Life, when 
Mr. Irish was director of agencies of 
Bankers Reserve Life. Mr. Woodson 
later became associated with the home 
office of Mutual Trust Life of Chicago. 
During his eight years with this com- 
pany he served as agency secretary, as 
assistant to President Olson, as manager 
of the Seattle agency, and finally as re- 
gional agency manager in charge of the 
western States. 

He had thus had a broad experience 
in dealing with agency problems, both in 
the home office and field when he joined 
the staff of the Research Bureau in 1937. 
Since that time he has been appointed 
successively as the director of managers’ 
schools and in 1939 was made an officer 





B. N. Woodson 


War Clause Disetedenia 
Brought Up to Date 


Vice-president W. J. Graham of Equit- 
able Society has addressed the agents, 
explaining the considerations behind the 
regulation to limit among those in the 
armed services the sale of insurance 
only to those not likely to be sent out- 
side this country and then only after 
they have bought the full allowance of 
government insurance. 

“Now that we are at war we face in 
a practical way the responsibility of 
properly advising men in the army, 
navy, air, coast guard and marine ser- 
vices of the United States of the ad- 
vantages to them of utilizing the insur- 
ance provided by the Congress in the 
national service life insurance system 
under which the extra cost of insurance 
for war hazards is borne by the govern- 
ment on behalf of the country as a 
whole, to the relief of the service man 
in an endeavor to obtain similar insur- 
ance for himself at the high costs in- 
herent in insuring against the war 
hazard. 

“Since service men can purchase gov- 
ernment insurance which will provide 








of the bureau with the title of director of 
service. As assistant manager he ‘will 
continue to direct both the matiagers’ 
schools and the service division, but will 
broaden his responsibilities as assistant 
to the bureau’s manager. 

Mr. Holcombe remarked upon the ex- 
tensive acquaintanceship that Mr. Wood- 
son has developed in the past five years. 
He said Mr. Woodson is able to master 
the most intricate problem and yet to in- 
terpret his knowledge in an essentially 
practical way. There is an ever widen- 
ing circle of men who wish to consult 
him on agency questions, Mr. Holcombe 
declared. 








The “oldest policy” 


27. He died at age 80. 


at interest, payable quarterly. 


paid in a total of $5,694. 
a total of $4,172.01. 


$4,172.01 in dividends. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








A 20 PAYMENT LIFE 


paid as a claim during a recent month 
was one that was written in 1888, when the insured was aged 


The policy was a 20 Payment Life, which meant that he 
made his last premium payment in 1908, and the insurance 
remained full paid for 33 years. 
dividends, an annual check going to the insured all this time. 


This insurance estate was payable to the insured’s wife 
and two sons and two daughters, each payable $2,000. One 


son and one daughter took lump sum cash. 
son and one daughter each left the share with the Company 


During the 20 years of premium payments, the insured 
The 52 years of dividends returned 


So that the net premium costs to the insured for 53 years 
of protection of $10,000 came to only $1,521.99. 


Or you may look at it the other way: in 53 years he had 
paid in $5,694 and he and his estate received $10,000 plus 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


But it continued to pay 


The wife and one 


JOHN A. STEVENSON 
President 














with full protection from any 
cause, it would hardly be fair to solicit 
service men for protection when re- 
stricted by the war clause. Many service 
men would also find it difficult to pay 
the premiums in view of their modest 
compensation. It follows that it would 
not be sound underwriting to sell new 
insurance to men in the various mili- 
tary and naval services of the country 
because they may be exposed immedi- 
ately or in the future to increased mor- * 
tality hazards from hostile enemy ac- 
tion. 


Conditions Are Set Forth 


“In view of these circumstances the 
Society, logically, has adopted a regula- 
tion which, under ordinary circum- 
stances, would preclude the issuance of 
insurance upon the lives of service men. 

“Under our present practice, in cer- 
tain instances insurance with the war 
clause will be issued to service men sub- 
ject to the following conditions: 

“1. Where a service man has availed 
himself of the full limits of government 
insurance. 

“2. Where it can be reasonably well 
established that such service men will 
continue to serve within the boundaries 
of the United States. 

“The accompanying memo supplies a 
general explanation of the war and 
aeronautic restriction clauses which I 
think you will appreciate as a well con- 
sidered endeavor to meet all the de- 
mands of the war situation: in fairness 
to all types of Equitable policyholders. 

“Equitable agents should bear in mind 
that the greater portion of the insuring 
public will not be called for military or 
naval service and, furthermore, exclud- 
ing such services and except for the few 
who may be engaged in aeronautic ac- 
tivities, civilians will not be affected in 
any way by the war clause so long as 
they remain within the boundaries of the 
United States and Canada. 

“The American public is more than 
ever conscious of the need for security 
of the family and life insurance under 
present economic conditions is the 
soundest method for providing for their 
financial protection.” 

Also Equitable has sent out this mem- 
orandum on its war and aeronautics 
clause with the notation that it is not 
applicable to policies issued for delivery 
in New York; Texas and Minnesota: 

“Since the use of the ‘war and aeron- 
autics restrictions’ clauses has become 
general with all new life insurance poli- 
cies issued by the Society, certain ques- 
tions have been raised, which prompts 
us to bring the following to your at- 
tention. 


Distinction Is Pointed Out 


them 


“Under these provisions, you will note 
that if the insured is in the military, 
naval or air service and should die from 
disease or accident while still in the 
United States or Canada, the face of the 
policy would be paid in full; unless, of 
course, such death was connected with 
injuries or disease resulting from some 
form of hostile act such as enemy action, 
sabotage, etc. or asa result of service, 
travel or flight in any species of aircraft, 
except as a fare-paying passenger, etc. 

“You will also-noté that the face of 
the policy is not limited for civilians 
while they are in the United States and 
Canada except as provided under the 
aeronautics clauses. Thus, the face of 
the policy would be paid in full if death 
resulted from an air raid within this 
country while the insured is a civilian. 

“Note should also be taken of the fact 
that people in civilian life, working in 
navy yards, camps, etc:, as well as civil- 
ians who are volunteering for such de- 
fense services as that’ of fire warden, 
ambulance driver, etc., as such services 
are presently constituted, enjoy the same 
position as other civilians. 

(CONTINUED ON PAGE 11) 
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Sanborn Reatens 
as General Agent 


Boston Leader Is Forming 
Financial Organization 

to Aid Agents 

The resignation of Paul C. Sanborn as 


a general agent for Connecticut Mutual 
Life in Boston has been submitted to 

















PAUL C. SANBORN 


the directors of that company to be ef- 
fective Jan. 15. 

Mr. Sanborn, recently a trustee of the 
National Association of Life Underwrit- 
ers and a former chairman of the Million 
Dollar Round Table, declines to make 
any further announcement of his plans 
at this time except to say that he is pre- 
paring to devote much of his time “to 
the development of a new and valuable 
service on behalf of all life insurance 
agents.” It is understood that Mr. San- 
born’s enterprise will be in the financial 
field and may include the making of pol- 
icy and other loans. 





Siegel “Counsel” Service 


Folds Up in Kansas City 


KANSAS CITY—H. R. Morton, local 
affiliate of Morris Siegel, director of the 
Policyholders Advisory Council, New 
York, has gone out of business, it is re- 
ported by the Better Business Bureau 
“Bulletin.” When Siegel came to Kansas 
City some time ago to open an affili- 
ated concern, he began broadcasting at- 
tacks on various features of life insur- 
ance policies in order to attract clients 
for his service, the “Bulletin” points out. 

The bureau objected to Siegel’s con- 
fidence-destroying advertising, and sev- 
eral radio stations declined to accept its 
advertising programs. The bureau also 
broadcast cautionary data about self- 
styled risk “counsellors.” Siegel took 
offense and circulated an open letter criti- 
cising the bureau’s information. The bu- 
reau replied with published questions 
about Siegel’s record and qualifications 
as an insurance “expert.” No reply was 
received. 

The Missouri insurance commissioner 
has complimented the bureau on its 
stand regarding self-styled insurance ad- 
visers. 





Trips to N. A. L. U. for Production 


DES MOINES—Central Life of Iowa 
will reward its leading agents and gen- 
eral agents by sending them to the con- 
vention of the National Association of 
Life’ Underwriters in Minneapolis the 
week of Aug. 23. 

For years until 1941 the company 
awarded a few of its agents trips to this 
convention, but discontinued doing so in 
1941. 


Early Company Reports on Insurance 
Writings Reveal Upward Surge 


Connecticut Mutual Life gained more 
than $50,980,000 in life insurance in 
force during 1941. Total at the end of 
the year was $1,135,818,584, a new high. 

December paid for business showed 
a gain of 22.3 percent over December, 
1940, with $11,646,022, against $9,525,- 
487 a year ago. Total new business in 
1941 was $108,078,180, largest amount 
in any One year since 1930. 

Again the Edward A. Woods agency 
leads Equitable Society in life sales for 
1941 and in December produced a rec- 
ord month with a total of 3,696 appli- 
cations for $12,432,447. For the year 
there were 63,099 applications for $126,- 
505,430. Business in force in the agency 
is about $1,100,000,000. 

Insurance in force of the Massa- 
chusetts savings banks reached $209,- 
080,000, represented by 232,000 policies. 
Mortality ratio was less than 30 percent 
of expected. Net interest earnings 
amounted to 3.25 percent. Surplus for 
the system amounts to 8.75 percent of 
reserves. 

Holdings of U. S. government bonds 
increased to more than $4,600,000. 


Home Life in Big Gain 


Home Life of New York reports an 
increase in new paid business during 
1941 over 1940 of 21.7 percent. The 
total paid-for last year made 1941 the 
fourth best year in the company’s his- 
tory, with the pre-depression years of 
1928-’29-’30 only exceeding last year’s 
production. 

The average size sale continued to 
climb to $6,315, an all-time high. The 
company for the past four years has led 
all companies with insurance-in-force 
over $100,000,000 in the matter of the 
average size policy. 

The gain of insurance-in-force repre- 
sented 7 percent of the insurance-in- 
force at the beginning of the year, and 
while new business was paid for in near 
record-breaking figures, persistency re- 
mained good—actual terminations being 
12 percent lower in 1941 than in 1940. 
December set a new all-time high in a 
single month’s issued volume, breaking 
a record previously set 14 years ago in 
December, 1927. Paid-for volume ex- 
ceeded December, 1940 by 16.8 percent. 


Up 80 Percent in December 


State Mutual Life showed an 80 per- 
cent gain in paid for in December, mak- 
ing its total 1941 volume 10.85 percent 
greater than the 1940 figure. 

December was the largest month in 
submitted business in the company’s 97 
year history. It was the largest De- 
cember in issued business since Decem- 
ber, 1938 which it far exceeded in sub- 
mitted volume. 

Gains have now been made in 22 of 
the past 23 months; with a large volume 
of carry-over the company anticipates 
rounding out a two year record at the 
end of January. 

Nearly a thousand more policies were 
issued in 1941 than in 1940, December 
contributing a gain of 555 policies over 
December, 1940. The company also 
showed a gain of $1,386 in the size of 
each policy issued in the final month, 
against December, 1940. 

The Gerald H. Young office, New 
York City, and the Joe C. Caperton of- 
fice, Chicago, ranked first and second, 
with R. W. Frank of the Caperton of- 
fice, the paid business leader for the 
year. Lives leaders was W. A. Tid- 
well, Indianapolis, who has now led in 
that category for six conseecutive years. 


Has 600 Million in Force 


Insurance in force of National Life of 
Vermont rose to $600,130,230 at the end 
of 1941. The agency force slightly 
passed the objective in the “V 600 cam- 
paign.” 

The paid new business of $53,806,225 
in 1941 was a gain of 19.4 percent over 
1940, and in December there was a gain 


of 37.45 percent over December, 1940. 
There was much additional business in 
process, which will go over onto next 
year’s record. The annual statement 
will be released in about 10 days. 


Record Month for Bankers 


Bankers Life of Iowa December 
business was the biggest since June, 
1930, with $11,522,868 insurance written. 
This was a gain of 181 percent over 
December, 1940. Group insurance and 
annuities were not included. The gain 
for the year was approximately 17 per- 
cent. Leading agency for December 
was the W. K. Niemann agency of 
Des Moines, with an increase of nearly 
$500,000 in new business over Decem- 
ber, 1940. 

The last week of December was the 
biggest week in the company’s history, 
with 1,746 applications for $5,458,000 
submitted between Dec. 22 and 27. Dec. 
22 set a new record for business sub- 
mitted in one day, with 978 applica- 
tions for $3,296,318. 


Union Central’s Big Carry-Over 


Union Central Life of Cincinnati 
begins 1942 with a large carry-over of 
applications from December, according 
to President W. Howard Cox. In De- 
cember total business was $27,196,185, 
up 57 percent over December, 1940. 

Life insurance in force showed an 
increase of $8,000,000 in 1941. Total 
paid business was $94,252,659, a gain of 
$4,469,567. December was the company’s 
10th consecutive month to show an in- 
crease over the corresponding month of 
1940. 


Volunteer State’s Record 


Volunteer State Life in 1941 reported 
the agency paid for business increased 
14 percent over 1940. December re- 
corded the largest paid for volume of 
new business of any corresponding 
month since 1935. There was marked 
reduction in terminations and substantial 
increase of insurance in force. 

The effort to improve the caliber of 
the agency force was reflected in the 
fact that new business came from a 
smaller number of agents under con- 
tract. More than 52 percent of the total 
new business came from new organiza- 
tion appointed within the last three years 
and over one-third of the new business 
came from the agency force holding 
membership in the Cecil Woods Club, 
the highest honor club. 


Guarantee Mutual Increase 


Guarantee Mutual Life wrote $21,306,- 
000 of life insurance during 1941 thus re- 
cording a gain of 25.67 percent over the 
amount written during 1940. 

New business paid for amounted to 
$18,330,000, an increase of 25.42 per- 
cent over the record of the year previous. 
Insurance in force is $147,900,000, a gain 
of $8,600,000. 

Leading agencies for the year on a 
paid basis were: Sam B. Starrett, Jr., 
Omaha; E. L. Scarlett, Fargo, N. D., 
and Carl M. Leonard, Tulsa. The lead- 
ing personal producer was O. C. Nail, 
Spokane, for the ninth time in the last 
ten years and for the seventh consecutive 
year. 

The year just closed was one of the 
best in the 92-year history of Manhattan 
Life. Insurance in force increased 11 
percent and mortality was exceptionally 
low. Persistency showed a marked im- 
provement. November and December 
volume was up substantially. 

Protective Life, Birmingham, reports 
insurance in force at the end of 1941 was 
$158,000,000, an increase of about $26,- 
000,000 for the year, or approximately 20 
percent. 

Scranton Life’s new paid business in 
1941 exceeded 1940 figures by 3 percent. 
December production exceeded that of 
December, 1940, by 42 percent. Insur- 
ance in force is $35,604,000, an increase. 


Dec. 1 Values 
Better Than Dec. 31 


Most Companies Will 
Claim Surplus Only on 
Year End Quotations 


Despite the fact that the security valu- 
ation book of the National Association 
of Insurance Commissioners will give 
Dec. 1 rather than Dec. 31 values for 
stocks and bonds not eligible to amorti- 
zation, the average prices shown will be 
slightly under those existing at Dec. 31, 
1940. For instance, the Dow-Jones aver- 
age figure for industrial stocks at Dec. 
31, 1940, was 131.13, whereas at Dec. 1, 

1941, it was 113.59. Incidentally at Dec. 
81, 1941, the corresponding figure was 
110.96. For rails, the corresponding 
figures were 28.13 at Dec. 31, 1940; 
26.87 at Dec. 1, 1941, and 25.42 at Dec. 
31, 1941. For utilities the correspond- 
ing figures were 19.85, 15.54, 14.02. The 
average for stocks was 43.70, 38.34 and 
36.93. 

For 40 bonds, the corresponding 
figures were 90.90, 90.21 and 88.11; 10 
first rail, 95.27, 92.80 and 90.49; 10 sec- 
ond rail, 50.27, 49.79 and 48.85; 10 utili- 
ties, 109.61, 110.37 and 108.01; 10 in- 
dustrials, 108.56, 107.87 and 105.09. 

Many of the companies will claim no 
more surplus than would be produced 
by use of Dec. 31 market quotations and 
will put the difference between values at 
Dec. 1 and Dec. 31 in some sort of a 
special reserve. Other companies, how- 
ever, may feel that Dec. 1 values are 
even more truly representative than Dec. 
31 values, because right after the first 
of the year the stock market took a 
sharp upward turn. There was a great 
amount of tax selling in the latter days 
of December that had a very depressing 
effect on the market. 


Drop N. Y. Life Agency 
Directors’ Convention; Club 
Meetings to Be in August 


New York Life has notified its agency 
directors that the annual agency di- 
rectors’ convention usually held in Janu- 
ary will not be held this year because of 
the war. Club conventions will be held 
in August rather than in September, 
although this change is not due to the 
war but to the feeling of many leading 
agents that holding meetings in Septem- 
ber interfered with business. 

The current club year will end May 
31 for writing business and July 15 for 
paying for business. Hereafter the club 
year will begin on June 1 and end May 
31. Because of the shorter time quali- 
fications have been prorated as follows: 

Top Club, $206,000 instead of $225,- 
000; Two Club, $160,000 instead of 
$175,000; One Club, $92,000 instead of 
$100,000. 





Hull, Myrick on Coast Trip 


J. Roger Hull, vice-president and man- 
ager of agencies of Mutual Life and Jul- 
ian S. Myrick, second vice-president, are 
visiting west coast and northwest agen- 
cies, in the first trip they have made 
since their recent appointments to their 
present positions. They are _ holding 
meetings in Los Angeles, Oakland, 
Portland, Seattle, Spokane and Billings. 

Mr. Hull at Oakland inducted Alfred 
C. Nelson as manager to succeed Harry 
B. Cadwell, who was recently made 
Hull’s assistant at the home office in 
New York. Heand Mr. Myrick then at- 
tended the meeting in Los Angeles to 
inaugurate G. A. Sattem, who is suc- 
ceeding Fred C. Hathaway. 





Metropolitan Managers Elect . 


The Boston Managers Association of 
the Metropolitan Life has elected John 
M. Leonard of Brookline, president; and 
Thomas F. Murphy of East Boston, 
vice-president and secretary. 
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lewis of Most 
Use in Own Jobs 


Pres. Cleary’s Paper Read 
at Northwestern Mutual's 
N. Y. Rally 


NEW YORK—Today’s struggle is 
for the very existence of the country, 
its freedom and its way of life, Presi- 
dent M. J. Cleary of Northwestern 
Mutual Life stated in a paper read to 
agents of the company at their conven- 
tion here. Illness prevented Mr. Cleary 
from attending the rally, and his paper 
was read by L. J. Evans, assistant di- 
rector of agencies. 

Until the present struggle is ended 
there is no alternative for an American. 
He must stand squarely behind his gov- 
ernment with everything he has, Mr. 
Cleary said in his paper. 

The ways to help in this situation are 
vast and varied, Mr. Cleary asserted. 
But “until you or I are needed in other 
places to which we should and will go 
if that time comes, we can best serve 
the cause of the country by effective 
and diligent service in the place we are. 
As we solve the problem of the indi- 
vidual we do solve the problems of the 
nation.” 

Mr. Cleary asserted that there could 
be no permanent peace until “we find 
an answer to the bread and butter prob- 
lems of men.” A satisfying standard 
of living for a material percentage of the 
people can only come from the efforts 
and thrift of the individual. “Only 
through economic independence can we 
have personal freedom and the right to 
plan and live our own lives. We as a 
life insurance fraternity should recognize 
our ability to contribute in this field.” 


Contributes to Nation’s Welfare 


American life insurance has demon- 
strated its ability to solve the economic 
problems of the individual and the fam- 
ily, he said. As the agent helps the in- 
dividual to do this, he contributes to the 
solution of the basic problem of the na- 
tion. He is helping win the war and, 
more important, the peace to follow. 
He suggested that agents can do well 
to stick resolutely to their main course 
during 1942. 

Policyholders are asking questions 
that show concern about the future of 
their life insurance, he said. They are 
asking whether they should continue to 
pay premiums or surrender their insur- 
ance. These doubts are bound to be in 
the minds of prospects also. 

It is the job of insurance to be itself 
clear on the answer to these questions, 
and to be able to present the answer 
convincingly. Life insurance, in a sea- 
soned, well managed company is safe 
so long as the government is safe, he 
said. That has been amply demon- 
strated in many ways, by the perform- 
ance of life insurance during the first 
war and the influenza epidemic at that 
time, the war inflation of a violent type 
and subsequent deflation, the speculative 
period that ended in 1929, and the de- 
pression that followed. 

American life insurance can and will 
survive any change short of a national 
collapse, he stated in his paper. The 
policyholder who thinks of lapsing or 
surrendering should give serious thought 
to what he is giving up. He may never 
again be able to get a policy that gives 
him as complete protection as the one 
he had. In fact he may never again 
be able to get a policy at all. 

Commenting on the position of the 
company at the end of the year, Mr. 
Cleary stated that there were no new 
defaults in bonds, and there was a 
marked improvement in the amount of 
interest received in 1941 over previous 
years on bonds in default at the be- 
ginning of the year. Some progress has 
been made in the reorganization of rail- 
roads in trouble. 

The company invested $142,000,000 in 
bonds the first 11 months. The aver- 


Statistical Men 
Meet April 23-24 


in St. Louis 


The annual meeting of the Insurance 
Accounting & Statistical Association 
will be held in St. Louis April 23-24 at 
the Hotel Jefferson. More than 325 are 
expected to attend. 

The convention will again feature 
separate sessions for the life, fire and 
casualty sections with John P. Walker, 
Jr., Southland Life, in charge of the 
life section; C. S. Jones, Indiana Lum- 
bermen’s Mutual, in charge of the 
fire section, and Forrest Jones, Con- 
tinental Casualty, in charge of the cas- 
ualty section. 

B. H. Miller, State Farm Life, presi- 
dent, has named I. H. Wagner, con- 
troller Business Men’s Assurance, chair- 
man of the 1942 exhibits committee; G. 
D. Gurley, Royal Neighbors, chairman 


of publication committee, and E. F. 
Cooley, Prudential, chairman for re- 
search. 


Composed of accountants and statis- 
ticians representing life, fire and cas- 
ualty companies, the association has 
grown in 14 years from a small organi- 
zation sponsored by a group of Illinois 
life companies to a total of 167 member 
companies of all classes over the coun- 
try. 


Sets Accidental 
Deaths at 100,000 


Metropolitan Life 
Estimate for 1941 
Exceeds 1940 by 3,000 


Metropolitan Life estimates that the 
accidental deaths in 1941 numbered 
100,000 as compared with 96,885 in 1940. 
The number of automobile fatalities for 
1941 is put at 39,500, which is greater 
by 5,000 than in the previous year. 
There was a sharp rise in deaths due 
to occupational accidents which is at- 
tributable to greatly increased industrial 
activity. The increase in this class is 
estimated at about 1,500. 


Fewer Serious Catastrophes 


About 1,000 fewer persons were killed 
in home accidents and in accidents in 
public places other than those involving 
motor vehicles. There was an increase 
in the number of accidents costing five 
or more lives but the total number of 
lives lost in such catastrophes was less 
than in 1940. The greatest loss of life 
resulted from the ship and pier fire at 
Brooklyn in August. That involved 37 
fatalities. In June an explosion in a 
boat filled with picnickers in Maine cost 
36 lives. 








age life of these bonds to maturity is 
slightly over 21 years, and the average 
yield to maturity is 3.11 percent. 

The effort to find new outlets for 
money in the mortgage loan field is 
persistent, he stated. The demand for 
money in this field is very moderate and 
the competition is keen. Repayments 
on existing loans are heavy. The result 
is that farm and city mortgage fields 
show a moderate decrease in the amount 
invested while the residence loan ac- 
count shows a_ substantial increase. 
There is a very satisfactory trend in 
farm sales. In 11 months the com- 
pany’s finance committee approved 629 
sales covering more than 131,000 acres, 
asset value of which was $4,963,000. The 
sale price was materially more than that 
value. City properties also showed a 
substantial gain in sales price over asset 
value. The year will show a gratifying 
progress in the comapny’s program for 
liquidation of acquired real estate plus 
a good net income from real estate 
loans. 

Because of low interest earnings, mor- 
tality is more important in the net cost 


picture then ever. In 11 months esti- 
mated mortality was 50.10 percent. This 
compares with 54.15 percent in the like 
period of 1940. Each point in the per- 
centage represents more than $400,000. 


Tax Possibility 


While 1941 administrative and general 
expenses will vary little from 1940 Mr. 
Cleary predicted an increase in 1942 be- 
cause of the rising price level, increased 
cost of living, upward trend in wage 
level, possible additional taxes on life 
companies, etc. 

The dividend allotment for 1941 was 
earned and there will be a substantial 
excess of earnings to go to surplus. 

Mr. Cleary expressed the belief that 
properly placed life insurance will gen- 
erate hope and stability during the war 
and contribute mightily to the problem 
of reconstruction after the war is over. 
It will conserve for the individual and 
the family funds paid in and at the same 
time make them available to finance 
basic national needs. He believes that 
no one in the business need feel apolo- 
getic. 





New Midland Mutual Setup at Marion, O. 





Charles E, Sherer is 
the new general agent 
and Roy W. Kauble 
associate general agent 
of Midland Mutual] Life 
at Marion, O. This ar- 
rangement was made 
following the death of 
Charles E, Schaad. 

Mr. Sherer’s first as- 
sociation with Midland 
Mutual was in 1936. He 
and his father, then in 
Akron, O., formed a 
partnershin known as 
Sherer & Sherer. They 
then moved to Pitts- 
burgh, where they have 
remained, building a 
successful agency. Mr. 
Sherer was graduated 
from Western Reserve 
University in 1929. He 
received his C, L. 
designation last September. He helped 
of Commerce and is now its president. 


CHAS. E. 


Mr. Kauble has been connected with Midland since 1922. 
Mr. Kauble has been active in agency affairs under the leadership 


school teacher. 








SHERER R. W. 


KAUBLE 


organize the Pittsburgh Junior Chamber 


He was formerly a 


of the late Mr. Schaad. He acquired the C. L. U. by passing all examinations at 


one time. 


Mr. Kauble was born and reared in Marion county. 


The Marion office has approximately $9,000,000 of insurance in force on about 


6,000 individuals. 


N. Y. Banks Want 
Limit Per Life 
Increased to $7,500 


NEW YORK—The New York sav- 
ings bank life insurance system, which 
has so far not tried to get the $3,000 
per life limit raised, is reported to be 
mobilizing to obtain at this year’s legis- 
— session an increase to $7,500 per 
ife. 

The reason given for wanting to in- 
crease the limit is to enable the banks to 
write mortgage protection insurance on 
their mortgage borrowers. Up to about 
last spring savings bank life insurance 
men disclaimed any desire to seek a 
higher per life limit than $3,000. How- 
ever, about that time some of the banks 
began writing a special mortgage retire- 
ment policy consisting of a single pre- 
nium term policy covering the unpaid 
installments on residence mortgages. 
The amount of the single premium was 
added to the loan and spread out over 
the usual amortization period which 
might run as much as 20 or 25 years. 

Since a bank’s loans, if insured by the 
Federal Housing Administration, may 
run as high as $5,400 on a $6,000 house 
the $3,000 per life limit kept many bor- 
rowers from insuring the full amount of 
their unpaid balances. 

Life insurance men feel that if the 
per-life limit were raised to $7,500 or 
some figure in that neighborhood that 
would cover the unpaid balances of the 
bulk of residence mortgage borrowers 
there would be no restriction limiting 
the applicaticn of the higher limit to 
mortgage cases and that from there on 
it would only be a matter of time be- 
fore the bars were let down completely. 
Furthermore, now that the Bowery, 
which is the largest savings: bank in the 
world, and other large savings institu- 
tions in the state have come into the 
system, savings bank life insurance in 
New York may soon include all of the 
state’s 134 savings banks and that they 
will demonstrate a considerably more 
ageressive attitude. To date the compe- 
tition from savings bank life insurance 
has been relatively trifling. 


Write Big Total for 
President Talbot 


A testimonial to President Walter 
LeMar Talbot was conducted in Decem- 
ber by Fidelity Mutual field under lead- 
ership of W. Stanton Hale, Atlanta man- 
ager and president of the Fidelity Man- 
agers Association, as a prelude to Mr. 
Talbot’s 60th Fidelity anniversary cele- 
bration to be observed Jan, 14. More 
than $7,000,000 of business was submit- 
ted in his honor in the month. 

The new paid volume registered for 
1941 totaled more than $31,000,000, to 
give the largest count since 1932 and an 
increase over 1940 of more than 20 per- 
cent. Insurance in force gained over 
$12,000,000, bringing the total at year end 
to almost $383,000,000. 

The anniversary will be celebrated at a 
testimonial dinner in Philadelphia at 
which a large cross-section of Fidelity’s 
field will be represented, including nine 
guests of honor chosen for outstanding 
performance in the testimonial period. 








Confer on War, Defense Problems 


Richard Pille, analyst of the Con- 
necticut Mutual Life, held a three-day 
conference in insurance programs, es- 
pecially phases originating as result of 
the war and defense, for Cincinnati life 
insurance brokers and Connecticut Mu- 
tual representatives. W. T. Earls, 
Cincinnati general agent of Connecti- 
cut Mutual, was chairman. 

The Connecticut Mutual is holding 
similar conferences, designed to study 
and analyze war and post-war influences 
on life insurance, in all parts of the 
country. 
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The Mutual Life Insurance Company of New York has taken 


prompt and definite steps to achieve increased usefulness under the 
unusual conditions reflecting the war and its impact upon the American 


economie and social structure. 
Among these steps are measures designed to give: 
o) tw) to) 


I Adequate protection to existing Mutual Life policyholders and their 


beneficiaries against present day hazards. 


2 Effective cooperation with the company’s field underwriters in meeting the 


unprecedented sales problems now facing all life insurance companies. 


3 Practical working knowledge of the changing needs for life insurance 


in the light of new conditions. 


With more than 3% Billions of insurance in force, Mutual Life begins its 
99th year well equipped to meet its responsibilities to the American public 


in the difficult days ahead! 


















34 NASSAU STREET > NEW YORK CITY 
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Group Coverages 
Make Gains in 1941] 


Vice-president of Equitable 
Society Reports on 
Record Results 


Group life insurance increased about 
$2,250,000,000 last year, it was estimated 
by W. J. Graham, vice-president of 
Equitable Society. The total of group 
in force in all companies probably 
reached the all-time peak of $18,500,- 
000,000, he said. This was about double 
the total of a little over $9,600,000,000 in 
force at the end of 1929, the high mark 
for most American financial institutions. 

Record gains were made last year in 
all forms of group insurance, he re- 
ported. The volume of this protection 
in force in American industry reached 
an all time record total. 


Says 12,500,000 Persons Covered 


Group life insurance provided by vol- 
untary cooperation of American em- 
ployes and employers, last year covered 
12,500,000 individuals employed by 32,800 
companies, assuring, on the average, one 
years wages in case of death of the 
breadearner and time in which to adjust 
living standards to the loss. Mr. Gra- 
ham said records indicate about one-half 
of those protected by group life insur- 
ance carry no other life protection. 

Jan. 1 was the 30th aniversary of the 
Equitable’s group ‘insurance department, 
the first in the country. Low cost pro- 
tection now is provided against all the 
normal financial hazards of life, he com- 
mented, these coverages including group 
accident and health, hospital expense and 
surgical benefits for both employes and 
their dependents, accident, death and 
dismemberment coverage, and retire- 
ment income, either independent of or 
supplementing the social security act. 


Strong Support of Nation 


“In peacetime, the group coverages 
have been a bulwark set up by American 
employers to save their employes from 
becoming a charge on the community,” 
Mr. Graham said. “In war these serv- 
ices become of increasing value in giving 
financial assistance to those behind the 
lines and in easing the burden of public 
and private charitable institutions. The 
all-out production, which is imperative 
for the successful prosecution of the 
war, has already raised industry’s toll 
in accidents and sickness far above nor- 
mal. The count will be still larger in 
1942, and the group-writing companies 
are proud of the wide spread of group 
coverages that stands back of the de- 
fense worker and his family.” 

Group life insurance increased about 
$400,000,000 in the Equitable Society 
last year to the new record of $2,750,- 
000,000 in force protecting 1,700,000 cer- 
tificate holders, he reported. Group life 
production in 1941 reported in the group 
honor roll for that year of the Equi- 
table’s Group Millionaires Club totaled 
$136,300,000 and group life premium 
income $31,977,352, compared to $29,- 
232,395 in 1940. 

Results in the other group coverages 
were: Group accident and health (weekly 
benefits), $610,000; and group accident 
and health premium income in 1941, 
$5,437,282, against $4,450,736 in 1940; 
group hospital expenses (daily benefits), 
$345,000; group surgical benefits (maxi- 
mum benefits), $10,740,000; group hos- 
pital expense and surgical benefits pre- 
mium income 1941, $5,100,991 against 
$3,391,610 in 1940; accidental death and 
dismemberment (principal sum), $80,- 
200,000, and corresponding premium in- 
come 1941 was $835,349, compared to 
$634,481 in 1940; group annuities (annual 
income at maturity), $2,110,000, and 
corresponding premium income 1941 was 
$41,036,934, against $30,281,273 in 1940. 

Thus total premium income of the 
group department for all lines increased 
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New Vt-N. H. Unit 


for Equitable 


New Hampshire and Vermont repre- 
sentatives of Equitable Society met in 
Concord, N. H., to welcome Spencer S. 
Dodd, manager of the company’s new 
agency for the two states. Headquarters 





SPENCER S. DODD 


will be in the Patriot building, Concord. 

Mr. Dodd has spent 20 years as a pro- 
ducer and organizer. He formerly was 
for several years a unit manager in 
Equitable’s Boston agency. He_ has 
spent his entire business career in New 
England. 

Among those who attended the meet- 
ing were William J. Carter, agency man- 
ager at Boston, with whom Mr. Dodd 
has been associated for some years; Har- 
old C. Nolting, agency manager at Syra- 
cuse, and Fred C. Rozelle, agency man- 
ager at Portland, Me. 

The new agency in Concord will in- 
clude a cashier’s office in charge of W. 
A. Davenny, transferred from Burling- 
ton, Vt. 





Conn. General Life Honors 


Russell's 40th Anniversary 

HARTFORD—Thomas W. Russell, 
general agent here of Connecticut Gen- 
eral Life, was guest of honor at a 
luncheon in celebration of his 40th an- 
niversary with the company. Members 
of the Allen, Russell & Allen agency 
were present at the celebration as well 
as many head office executives. 

Son of a former Connecticut General 
president, Mr. Russell joined the com- 
pany in 1902, following graduation from 
Yale the year before, and after a year 
in clerical jobs entered the selling field. 
In 1907 he organized the agency he 
now heads. He built an agency which 
today ranks eighth in new paid pre- 
miums among the Connecticut Gen- 
eral’s more than 60 offices. 


Stockholder Suit Is Brought 

Maurice Miller, New York attorney, 
has filed a suit as stockholder in supe- 
rior court of Hartford county against 
the directors of Travelers, Connecticut 
River Banking Company, ‘Travelers 
Bank & Trust Co. and the companies 
themselves. He charges illegal loans and 
asks for dissolution of the two banks. 

President L. E. Zacher of Travelers 
issued a statement to the effect that 
Miller owns a few shares of stock and 
that the material of his suit is taken 
from the printed reports of the Tempo- 
rary National Economic Committee. 
from $67,990,495 in 1940 to $84,387,908 
in 1941. There was a net gain of more 
than $7,000,000 in staff insurance, with 
paid for business ahead 20 percent. 

Mark B. Higgins, director group de- 
partment, E. A. Woods Company, Pitts- 
burgh, was elected president of the 1941 
Group Millionaires Club of Equitable 
Society; John E. Gettys, supervisor 
E. R. Geter agency, Rock Hill, S. C., 
vice-president, and Miss Edith B. Hamp- 
ton, home office group department, sec- 
retary. 











Eauliable Mas 20% 


Increase in 
$200,000 Producers 


NEW YORK—Officers of Equitable 
Society were hosts to qualifying mem- 
bers of the New York metropolitan dis- 
trict at a reception and dinner which 
marked the culmination of a concerted 
effort of the company’s managers and 
general agents in New York City to 
build up representation in the $200,000 
and higher clubs. The campaign ran 
from Nov. 22 to Dec. 31 and resulted in 
a 20 percent 1941 increase in membership 
in these clubs over 1940. Attendance 
was also made possible for various new 
representatives and others who met cer- 
tain minimum requirements, 

At the head table were the following 
eight leaders for the year; Leon Gilbert 
Simon, E. Schoenhardt, Norman Strong, 
L. H. Bunting, Seymour Sutorius, D. 
A. Freedman, Hyman Holtz, and G, E. 
O. Bell. In addition to the 141 repre- 
sentatives who met the qualification re- 
quirements there were 33 members of 
the managerial staff and home office ex- 
ecutives in attendance. 

President T. I, Parkinson congratu- 
lated the New York agencies on their 


outstanding December business and 
total 1941 production. Reviewing the 
Equitable’s progress in 1941 he called 
attention to a marked increase in assets 
and total insurance in force, both ordi- 
nary and group, which the forthcoming 
annual statement would show and enu- 
merated extensive new investments dur- 
ing the year, particularly in U. S. gov- 
ernment issues. 

Manager A. Bleetstein, president of 
the Equitable’s New York board of man- 
agers, was toastmaster. The campaign 
committee consisted of W. J. Dunsmore, 
chairman; J. V. Davis, Mrs. Leanora 
Licht, and L. A. Miner. 





Inter-Agency Contest Ends 


In the inter-agency contest held each 
fall by Pacific Mutual Life, which closed 
recently, 49 of the agencies exceeded 
their quotas, many of them by a large 
margin. The C. G. Standeford agency, 
Fresno, Cal., was the top agency in ap- 
plied for business on a percentage basis. 
The Paschall-Gist agency in Los An- 
geles submitted the most business (face 
amount). A total of 1,940 life insurance 
applications was received during the 
contest and in addition 1,206 commercial 
accident applications, for a total of more 
than $250,000 in premiums. 


Subscribe to Accident & Health Review, 
$2. 175 W. Jackson Blvd., Chicago. 
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been successful in 


have taken definite 


will follow our own 


In times of war and disaster thoughts should 
be turned from the uncomfortable present to 
the promise of the future. Ever alive to the ne- 
cessity of preparing for that future, Berkshire 
Lite General Agents and Associates have 


essential character of the destiny they pro- 
pose to achieve for the generations which 





effecting an increase of 


30% in new paid business as of December Ist. 

This splendid achievement has a meaning 
far greater than an increase of business on 
the company books. It points to the fact that 
through life insurance, and not through idle 
words, many more thousands of policyowners 


steps to demonstrate the 





The Berkshire will continue to play its part 
in the present defense of America's funda- 
mental concepts of government and liberty. 
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Fidelity Firm 
Gets Court OK to 
Reorganize 


Insurance people who have been fol- 
lowing the involved affairs of Fidelity 
Investment Association, also known as 
Fidelity Assurance Association of Wheel- 
ing, W. Va., were surprised the other 
day when Federal Judge Moore at 
Charleston, W. Va., gave permission to 
Fidelity to reorganize as a combination 
insurance-annuity company. The deci- 
sion permits reorganization under the 
federal bankruptcy act. That appeals 
will be taken against this decision is 
certain. For instance, the attorney gen- 
eral’s department of Wisconsin predicted 
that there would be an appeal. Fidelity 
had on deposit in Wisconsin about $2,- 
000,000 of securities, 

Under the Fidelity scheme, the con- 
tract holder paid in a certain amount 
each month over a period of years and 
then was supposed to begin taking at a 
larger monthly rate over the same period 
of years. Under a good many of the 
contracts there was insurance issued by 
an independent company guaranteeing 
that in the event of death during the 
paying in period, the contract holder’s 
payments would be completed. 

Just before Fidelity collapsed it un- 
dertook to convert itself into an insur- 
ance company under the name of Fidel- 
ity Assurance Association. 


Financial Editor’s Attack 


Robert P. Vanderpoel, financial editor 
of the Chicago ‘“Herald-American” 
made rather savage criticism of Judge 
Moore’s decision. This, he charged, was 
a grave miscarriage of justice and the 
decision was based on a mistake in judg- 
ment. Mr. Vanderpoel charged that the 
management of Fidelity over a long pe- 
riod of years abused the confidence that 
its contract holders placed in the organ- 
ization. “To reorganize this company 
now as a life insurance concern and 
turn savings contracts into life insurance 
policies can be justified only on one 
ground—‘never give the sucker a break’”’ 
Mr. Vanderpoel wrote. 

“Life insurance is a great institution, 
based on trust. The life insurance com- 
pany to be successful should have no 
blot on its escutcheon. To take a con- 
cern which has failed, which has abused 
the trust placed in it, the former officials 
of which are now under federal indict- 
ment, and attempt to reorganize it as a 
life insurance company, totally lacks 
good sense. 


Would Have Bought Insurance 


“If the men and women who have 
savings contracts with Fidelity wanted 
to buy life insurance in the first place, 
presumably, that is exactly what they 
would have done, 

“Who is there to take upon himself 
now the decision that these contracts 
must be turned into life insurance poli- 
cies or life insurance annuity contracts? 

“Through long years the Fidelity In- 
vestment Association was a racket. Now 
it is proposed to reorganize this racket 
as a life insurance company. What a 
travesty on a noble business! 

“Who is there that would buy life 
insurance or annuity contracts from an 
organization of this type when there are 
conservative, long established, seasoned 
companies available? 

“Are high pressure salesmen to be 
turned loose once more on an unsuspect- 
ing public? That is the only kind that 
could sell the wares of a company of this 


type.” 


Made Ordinary Field Supervisor 


C. Jordan Kreutzer has been added to 
the home office staff of Colonial Life as 
ordinary field supervisor. He has been 
with the company a number of years. 


The marriage of Dr. Bert H. Malone, 
medical director of Gulf Life of Jack- 
sonville, is announced to Miss Violet 
Glascock of Waycross, Ga. 
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Myrick in Survey 


of Field: Honored 


in Los Angeles 


LOS ANGELES—Twenty of the 
leading life insurance men of Los An- 
geles were guests at a luncheon at 
which Roy Ray Roberts, general agent 
State Mutual and trustee of the Na- 
tional Association of Life Underwriters, 
presided, honoring Julian S. Myrick, 
second vice-president of Mutual Life. 
The luncheon also served to introduce 
to the life men of the city G. E. Sat- 
tem, new Los Angeles manager of Mu- 
tual Life. 

W. G. Mullendore, executive vice- 
president Southern California Edison 
Co. and a trustee of Mutual Life, wel- 
comed Mr. Sattem to the city. 


Praises All Good Work 


Mr. Myrick said his present trip 
would give him an idea of what the 
country is thinking, so that he could 
make a report on his return to New 
York. He gave it as his individual 
opinion that the institution of life in- 
surance comes first, and loyalty to the 
institution should be paramount over 
loyalty to the companies. He said his 
company believes in the institution of 
life insurance, in the National Associa- 
tion of Life Underwriters, the managers 
organizations, the local life underwrit- 
ers associations, the C. L. U. chapters 
and similar organizations, as they are 
the guardians for the interests of the 
policyholders. 

He spoke approvingly of the survey 
of life insurance compiled last year by 
life insurance committee of the Los 
Angeles chamber of commerce, under 
the direction of Dwight L. Clarke, ex- 
ecutive vice-president Occidental Life, 
and said it was the first survey of the 
kind that had broken down the facts of 
life insurance insofar as they pertain to 
any one community. 


A. N. Kemp Sees Life 
Sales Stimulated by War 


President A. N. Kemp of Pacific Mu- 
tual Life, has issued a statement of en- 
couragement on the probable trend of 
life insurance sales He recalled that 
new life insurance sold in 1914, the year 
when the first war started amounted to 
$2,457,000,000. Each year thereafter, 
through 1920, the volume grew. In 1915 
it was $2,621,000,000; 1916, $3,213,000,- 
000; 1917, $38,040,000,000; 1918, $3,988,- 
000,000 and in 1919, $7,010,000,000. 

During these same years, the record 
of Pacific Mutual in new business was: 
1915, $20,427,000; 1916, $24,156,000; 1917, 
$26,581,000; 1918, $36,050,000; 1919, $69,- 
911,000. ‘ 

War itself historically is shown to be 
a stimulant to the sale of life insurance, 
he said. The accelerated pace of busi- 
ness (a condition already manifest to- 
day) furnishes the means of supplying 
protection for a need that already ex- 
ists; a need that is emphasized by war’s 
actuality. 


Effect of Wartime Auto 
Rules on Insurance Agents 


Curtailed use of automobiles may 
cause some inconvenience to life insur- 
ance salesmen who are accustomed to 
using cars on business missions, but 
they will be far less disturbed than will 
be those in many other lines. 

Gulf Life of Jacksonville instructs its 
industrial men to advise policyholders 
that are in the suburbs and the country, 
that it will be impossible for the agent 
to see them more often than semi- 
monthly or preferably monthly. 

‘We urge you that are in the city not 
to use your car at all, and if at all, drive 
it to the nearest point of beginning of 
your debit and walk for the balance of 
the day and so on through the week,” 
Gulf Life states. 














1941 was one of the 
greatest years in this 
Company’s history... 


With a constantly ex- 
panding Agency organ- 
ization—with our new 
streamlined policy con- 
tracts and sales litera- 
ture — we confidently 
expect 1942 to be even 
greater! 
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Sales Forum Program in 
Chicago Announced; 
Treats Today's Problems 


The 10 sessions of the 1942 sales 
forum of the Chicago Association of 
Life Underwriters to start Jan. 24 and 
run to March 28 will be addressed by 25 
men prominent in the life insurance 
business. G. L. Grimm is chairman of 
the educational committee which has 
charge. This will be a practical study 
program covering today’s problems. The 
lecturers will be successful producers. 
The schedule of speakers and subjects 
is: 
Jan, 24—H. J. Johnson, president In- 
stitute of Life Insurance, ‘Professional 
Characteristics of Life Underwriting,” 
and B. F. Bills, sales counselor, “How 
People Buy;” Jan. 31, F. H. Haviland, 
vice-president Connecticut General, “The 
Mind of the Salesman,” and E. C. Hoy, 
manager Sun Life of Canada, “Opening 
the Life Insurance Discussion’; Feb. 7, 
C. O. Fischer, vice-president Massachu- 
setts Mutual, “Leading the Prospect to 
Recognize the Situation,’ and B. H. 
Groves, manager Travelers, “Converting 
Interest Into Desire”; Feb. 14, J. O. 
Todd, H. S. Vail & Sons, “Proving the 
Case of Life Insurance,” and J. F. Fran- 
cis, manager Metropolitan, “Persuading 
the Prospect to Act;” Feb. 21, E. M. 
Schwemm, manager Great-West Life, 
“The Four Major Problems in Prop- 
erty,” and George Huth, general agent 
Provident Mutual, “Analysis of Types 
of Estate Property: Bonds,” and L. H. 
Tracy, agency director New York Life, 
“Analysis of Types of Estate Property: 
Real Estate and Real Estate Securities.” 

Feb. 28, R. J. Lawthers, manager 
benefit department New England Mu- 
tual, “Analysis of Types of Estate Prop- 
erty: The Sole Proprietorship, Partner- 
ship Business Interests,’ and Paul W. 
Cook, general agent Mutual Benefit, 
“Analysis of Types of Estate Property: 
Close Corporation Stock”; March 7, 
Probate Judge J. F. O’Connell, Cook 
county, David J. A. Hayes, attorney, 
and N. M. Kahn, attorney, dramatiza- 
tion of “Distribution of the General 
Property in the Estate’; P. B. Hobbs, 
agency manager Equitable Society, “Dis- 
tribution of Life Insurance Property,” 
and R. D. Cameron, Continental Illi- 
nois National Bank, “Problems Involved 
in Estate Transfer”; March 14, J. H. 
Brennan, manager Fidelity Mutual, “The 
Fundamentals of Programming,” and L. 
M. Buckley, supervisor New England 
Mutual, “Planning the Average Life 
Insurance Program”; March 28, E. R. 
Seese, division sales manager Metropoli- 
tan, “Underwriting Income with Social! 
Security and Salary Savings,” and C. J. 
Zimmerman, general agent, Connecticut 
Mutual, “The Advanced Underwriter 
Builds a Career”; March 21, S. T. What- 
ley, vice-president Aetna Life, “Pro- 
gramming the Larger Estate,” and F. 
J. Budinger, general agent Franklin 
Life, “Selling the Program.” 





Sims Manager at Pasadena 


R. L. Sims has been appointed man- 
ager of the new branch of National Life 
& Accident at 16 North Marengo Ave., 
Pasadena, Cal. Mr, Sims entered in- 
surance with the company at Indian- 
apolis in 1929. He resigned as superin- 
tendent there to join the J. E. Walker 
office at Glendale, Cal., in January, 1937. 
He was appointed superintendent six 
months later. 





Keating on Bank Cover Board 


Edward C. Keating, assistant treas- 
urer of the Wildey Savings Bank, Bos- 
ton, has been elected treasurer of the 
Massachusetts Savings Bank Life In- 
surance Council, succeeding the late 
Nelson J. Bowers, former treasurer of 
the Arlington Five Cents Savings Bank. 





The International Claim Association 
will hold its 1942 convention at the 
Chateau Frontenac, Quebec, Canada. 
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U. S. High Court Gives 
Decision on Deposit Issue 
Saves Depository Law 


DES MOINES—The U. S. Supreme 
Court decision giving federal court 
jurisdiction in the American Life case, 
involving $3,600,000 securities on de- 
posit, was viewed by attorneys of the 
Iowa department as saving the state 
depository law. 

The high court overruled an eighth 
federal circuit court decision which had 
held the federal court had no jurisdic- 
tion in the matter and turned the case 
over to Michigan state courts. 

The federal district court in Des 
Moines had ruled that Commissioner 
Fischer of Iowa, who started the case, 
had jurisdiction over the securities de- 
posited by the defunct American Life of 
Des Moines which was later merged 
with the now insolvent American Life 
of Detroit. 

The circuit court decision would 
have knocked out the state depository 
law and virtually made it inoperative 
because it allowed no safe-guarding of 
domestic company reserves. 

The supreme court decision was 
solely on the question of jurisdiction 
and directed further proceedings by the 
circuit court on the litigation to de- 
termine whether the Iowa commissioner 
is entitled to a lien on the assets and 
other merits of the decision handed 
down by the federal court in Des 
Moines. 





Logan Leaves Neb. Department 


LINCOLN, NEB.—John S. Logan, 
for seven years attorney for the Ne- 
braska department, severed his connec- 
tion at the end of the year. No suc- 
cessor will be named in the immediate 
future. Frank E. Landis, special assist- 
ant to Director Fraizer, has been doing 
part of the legal work, and he will be 
assisted by the director and by B. B. 
Gribble, bureau actuary, both of whom 
are lawyers. 

Mr. Logan has been retained by in- 
surance interests in the preparation of 
amendments to be offered to the insur- 
ance code, which is being written by a 
commission of lawyers, in connection 
with a complete revision of the statutes. 





lowa Agent Gets Jail Term 


Earl Hines, insurance agent operating 
in Wisconsin and Iowa, is serving a 60- 
day jail sentence after pleading guilty 
to a charge of obtaining money under 
false pretenses. Hines was charged witii 
collecting a premium on a policy writ- 
ten for National Union of Phoenix, Ariz., 
and failing to send in either the pre- 
mium or application. The insurance 
company is not licensed to operate in 
Iowa. Hines already was serving a 
term in jail following an investigation by 
the state insurance department. 





“Nylic Review” Resumes 


New York Life has resume publica- 
tion of “Nylic Review,” which was sus- 
pended for the last five months during 
an experiment with a return to the 
weekly house organ which the com- 
pany put out in the years before the 
monthly “Nylic Review” was introduced 
in 1933. As Vice-president L. Seton 
Lindsay noted in the leading article in 
the January issue of “Nylic Review,” 
there will also be at least one issue each 
month of the “Bulletin,” as the former 
weekly publication was titled. Resump- 
tion of “Nylic Review” was largely the 
result of the wishes of the field force, 
particularly the production club mem- 
bers. Stratford Corbett is editor and 
manager of “Nylic Review.” 





Century Educators Rally Held 


The leading producers of Century- 
Educators Life were brought into the 
home office in Fort Worth for a one-day 
business meeting and that night together 
with their wives and company officers, 
directors and other guests were enter- 


tained at a dinner, floor show and danc- 
ing at the Colonial Country Club. The 
company has made a steady growth 
since its organization in 1938 and is look- 
ing forward to a good increase in 1942 
under the direction of President W. J. 
Laidlaw and Agency Director Thomas 
French. 





Budinger 1941 Leader 

The F. J. Budinger agency of Chi- 
cago again led countrywide in new paid 
business all agencies of Franklin Life. 
It was also the 1940 leader. The agency 
showed a substantial increase over 1940. 





Newark Agency Starts Clinic 


The Newark agency of Union Central 
Life, of which Swift C. Barnes is gen- 
eral agent, has started a “monthly 
clinic.’ At the first session C. E. 
Brewer, Jr., assistant superintendent of 


agencies of Mutual Benefit Life, spoke 
on “Fundamentals of Programming.” 
A. V. Youngman, New York City, gen- 
eral agent of Mutual Benefit Life, will 
speak at the February meeting. 


Honor Hord in Minneapolis 


Lorin Hord, Minneapolis, was hon- 
ored on completion of 10 years’ service 
as New England Mutual Life general 
agent there, at a luncheon given by his 
agency. He has completed 40 years in 
the life insurance business. He started 
as a agent in Columbus, O., with Mu- 
tual Life of New York, later moving 
to Minneapolis as general agent of 
Home Life, a post he held for 15 years. 
He subsequently was Minneapolis gen- 
eral agent of Union Central until his 
appointment by New England Mutual 
in 1931. Mr. Hord was presented by 
his agent a considerable volume of new 
business. 








* 
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How many preople 
ave pushing you Lf] 7 





When we meet a man with the 
qualifications of a good insurance 
agent, we ask him that question, be- 
cause a man’s career must always be 
a cooperative undertaking. Unless 
other men in his organization are con- 
sciously pushing him forward and 
making continual efforts to speed his 
progress upward, he will labor under 
a heavy handicap. 

Management in the Connecticut 
General organization enthusiastically 
accepts responsibility for training new 
men in the principles of successful in- 
surance selling. Another important 
“success factor” for Connecticut Gen- 
eral men is the fact that they are 
furnished with a complete line of per- 
sonal insurance to sell, and that their 
efforts are continually supplemented 
with practical, well-planned sales aids. 
But perhaps most important is the 
fact that Connecticut General man- 
agement takes a definite and continu- 
ing interest in each man’s progress, 
and each agent has at his disposal 
tangible, continuing assistance in 
building a successful career for him- 
self. 
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LIFE INSURANCE COMPANY 


Hartford, Connecticut 


Life Insurance, Accident and Health Insur- 
ance, Salary Allotment Insurance and An- 
nuities, All Forms of Group Insurance, and 


Group Annuities. 
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War Clana Bnezoione Analyzed — 


(CONTINUED FROM PAGE 3) 





“You will understand that the expres- 
sion ‘face of the policy’ used above does 
not refer to premium waiver or double 
indemnity benefits which contain specific 
limitations of their own. 

“We believe you will find that the 
answers to many other questions which 
may be raised will be found in a care- 
ful reading of the clauses. We shall be 
glad to answer any questions of a gen- 
eral nature relating to the provisions 
about which any uncertainty may exist, 
as it is important that no incorrect in- 
formation be given to the public. How- 
ever, we should like to avoid refined 
hypothetical questions which, if they 
were to arise, would have to be an- 
swered in the light of the full details of 
the particular claim.” 

Protective Life has adopted the use of 
the war clause on all policies, male and 
female. Separate forms were prepared 
for use in Texas and elsewhere. 


Massachusetts Mutual Clause 


The Massachusetts Mutual Life war 
and aviation exclusion riders to be at- 
tached to all policies, regardless of age 
or sex of applicant, except retirement 
annuities and immediate annuities, limits 
the liability to premiums paid with 3 
percent interest or reserve, if greater. 
Death outside the United States in 
armed service during war is excluded, or 
within six months after termination of 
service from wounds, injuries or disease 
contracted in service. There is a two- 
year travel clause applyine to civilians, 
excluding death from result of war. 

The amount of insurance will be lim- 
ited in the case of members of any 
branch of the U. S. armed forces, includ- 
ing reservists, active or inactive, and in 
certain classes, especially young males, 
married or unmarried, likely to be sub- 
ject to conscription under selective serv- 
ice act. Disability and accidental death 
benefit provisions will be considered in 
accordance with the current rules and 
limits, but not granted to members of 
any branch of the armed forces, includ- 
ing reservists, active or inactive; to mar- 
ried and single men already classified in 
1-A or who, in the opinion of the com- 
pany, would be so classified. 

Reinstatements and changes of plan 
requiring evidence of insurability gener- 
ally will be considered on the same basis 
as new insurance insofar as use of war 
and aviation riders is concerned. Change 
of a retirement annuity to life insurance 
under the nrivilese of change clause will 
require attachment of war rider to the 
changed policy. However, the rider will 
not be attached to any new policy issued 
in accordance with the conversion privi- 
lege of any term, term automatic life, 
special protection or family maintenance 
policy, if the original policy did not con- 
tain a war and aviation hazard rider. 

Additional companies which = an- 
nounced they would attach a war clause 
to all new policies irrespective of age 
and sex are National Guardian, St. Louis 
Mutual, Michigan Life, Life & Casualty, 
Home State (on ordinary), Atlantic 
Life, Lincoln Liberty and Teachers In- 


surance & Annuity, Texas Life, Texas, 


Prudential (on ordinary), United Fidel- 
ity, Western & Southern and Western 
Life. 

Lamar Life has adopted a policy with 
regard to application of the war clause 
which was set forth by W. D. Owens, 
vice-president and secretary. His letter 
to the agents stated: “It will be the 
policy of the company to impose a war 
clause on every policy issued to an indi- 
vidual who in the opinion of the com- 
pany has any prospect of becoming con- 
nected with the military or naval service 
or any of its branches.” The action was 
effective immediately. 

Union Central has a “status” war 
clause which is being applied to all new 
policies and is applicable both within 
the United States and abroad. 

Union Central has a clause applicable 
to civilians which reads: “If, within 
two years of the date of issue of this 


policy, the death of the insured occurs 
as a direct or indirect result of war 
or any act incident thereto, and the 
cause of death arose while the insured, 
whether serving with any naval, mili- 
tary or air forces or not, traveled or 
resided outside the geographical bound- 
aries of the continental United States.” 

The usual exclusion of military and 
naval aviation hazard and training is in- 
cluded. The clause applies in all states 
except Minnesota, Nebraska, Illinois, 
Texas, Oklahoma and New York. 

Union Central’s supplementary rules 
set limits: $25,000 on army, navy, ma- 
rine corps, coast guard, all plans ex- 
cept term the same for reserves, active 
or inactive, national guard, R.O.T.C., 
and for aviation risks; $5,000 for mer- 
chant marine, except decline in New 
York and Texas. A partial aviation 
clause will apply to officers and men 
in aviation branches of army, navy, ma- 
rines, coast guard and national guard, 
including reserve officers, cadets and 
midshipmen, private pilots, student pi- 
lots and those taking C.A.A. flying 
course; a total aviation clause to com- 
mercial pilots, airline crews, mechanics, 
employes other than ticket agents and 
clerical who do not fly; airline execu- 
tives, certain passengers. 

The company will not insure persons 
intending to travel or reside outside the 
mainland of U. S. and Canada, except 
that in Mexico all plans except term 
will be considered, limit $25,000, with 
extra premium and war clause. 





Travelers Sees 
Low Cost Cover as 
Patriotic “Buy” 


Travelers continues to emphasize to 
its agents the belief of the management 
that under today’s conditions, low cost 
life insurance rather than investment 
forms should be sold. The patriotic 
course for the insurance salesman is to 
sell low cost policies, Travelers asserts, 
and to recommend the systematic pur- 
chase of defense bonds. The agents 
should encourage their clients to keep 
life insurance and savings programs sep- 
arate for the duration of the war. 

For men whose incomes are larger 
during the war emergency than they are 
likely to be after the war is over, the 
separation of life insurance and savings 
program seems highly advisable. If, in 
future years, their earnings drop, they 
can discontinue the savings part of their 
program without affecting their life in- 
surance. Indirectly the sale of life in- 
surance helps to finance the war effort 
because the insurance companies are 
investing in U. S. government bonds “so 
when you sell life insurance and strongly 
recommend defense bonds you are help- 
ing your country with both hands.” 


U. S. Life Pays Bonus 


United States Life directors voted to 
pay all employes a 10 percent bonus on 
earned salary for 1941. In announcing 
the bonus to the company’s personnel, 
Mansfield Freeman, president, expressed 
appreciation of employe cooperation in 
the interests of the company. He sug- 
gested that employes set up a reserve 
fund to meet the heavy tax obligations 
of the coming year. 








Insurance in Tax Budget Scheme 


Peoples- Pittsburgh Trust Co. is offer- 
ing a financing plan to enable persons to 
make i income tax payments on a monthly 
basis, and provides life insurance which 
will extinguish the debt of the taxpayer 
to the bank, in the event of his death. 

Many persons are in need of a means 
of catching up with income tax pay- 
ments, particularly- those whose incomes 
fall in the brackets where tax increases 
are greatest, the bank believes. 














ranma AL Right! 


Our family reunions are still held at the old 
homestead. Grandmother keeps her place there, 
and will as long as she lives. 


Years before he passed away, grandpa saw 
to that by insuring his life for enough to make 
her independent should he fail to survive. 


Every month she receives a Prudential check 
for more than enough to gratify her simple 
needs. 


The real purpose of an Agent’s job is to 
see that mothers and daughters and 
grandmothers are adequately protected. 








rudential 
Iusuranre ¥ Company of America 


Home Office, NEWARK, N. J. 
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COMMENT 





Life Insurance Sales Bureau 


One of the life insurance organizations 
that has “gone to town” in the vernacu- 
lar of the street is the Life Insurance 
Sales Research Bureau. This is brought 
to mind by the fact that Jan. 2 marked 
the 20th anniversary of its founding. 
Furthermore, John Marshall Holcombe 
completed 20 years as its chief operat- 
ing officer. 

Perhaps no organization has come into 
being in life insurance that has made so 
great a stride and been of so much prac- 
tical use as this bureau. It has been 
manned with hard headed, thorough go- 
ing men who have made a study uphill 
and down. It has crossed mountain 
ranges and scoured the valleys. It has 
looked into every nook and cranny of 
the agency field. The very fact that so 
many life insurance companies of the 
country belong to it and contribute to 
its financial support is proof positive 
that it is contributing much to agency 


efficiency and profit by its activities. 

The bureau took hold of the agency 
work when there was more or less un- 
certainty as to just what to do and how 
to do it. One of its features that has 
impressed those who look on is the 
fact that it does not attempt to do any- 
thing until it has made a comprehensive 
analysis and study of a situation, 

Mr. Holcombe had the advantage of 
inheriting a life insurance background. 
His father, who was president of the 
Phoenix Mutual Life, was one of the 
outstanding figures of his day, a very 
sincere, upright man who had a vision 
of life insurance stewardship that is 
well worth emulating, 

The Life Insurance Sales Research 
Bureau has given a very good account 
of itself during its two decades of con- 
tinuously constructive and helpful serv- 
ive. It is going ahead every year with 
increased momentum. 


Meeting the FHA’s Competition 


IN view of the great popularity of 
monthly amortization residence loans 
insured by the FHA it would seem en- 
tirely logical if definite efforts were made 
at the next session of the New York 
legislature to permit life companies to 
invest in this type of loan on a more 
liberal basis even without the FHA in- 
surance feature. As things stand now, 
a life company in New York or a New 
York domiciled company operating else- 
where, can invest only up to two-thirds 
of appraised valuation. This makes it 
difficult to compete with FHA-insured 
loans, which under a special statute of 
the New York legislature are permissible 
investments for life companies at the 
usual FHA limits, These may run as 
high as 90 percent of valuation on new 
construction, 

The two-thirds of valuation law is 
based on the style of mortgage that was 
customary, though not universal, before 
the FHA started the trend toward 
amortized mortgages. In the old days 
a mortgage might continue for years 
with little if any reduction of principal. 
A loan based on two-thirds of valuation 
at the time it was made might be the 
equivalent of a much higher percentage 
by the time the loan was 10 or 12 years 
old. Hence the need of a very con- 


servative basis at the start of the loan. 

The monthly amortization principle, 
on the other hand, recognizes that de- 
preciation is a factor in residence values 
almost to the extent that it is with 
automobiles and that consequently it is 
safe to start out with a high percentage 
of valuation provided that the borrower 
makes regular payments on principal. 
Thus, there is always a safe margin for 
the mortgagee between the amount 
of the loan at any time and what he 
could presumably realize on the prop- 
erty if he were forced to foreclose, 

While some companies have embraced 
the FHA loan idea there are others 
which fee] that the one-half of one per- 
cent insurance fee which the FHA 
charges on the outstanding balance con- 
stitutes an added and needless burden on 
the mortgagor and is in effect a premium 
which the mortgagor has to pay be- 
cause of the lending institution’s implied 
inability to select good loans from poor 
ones. It is argued that if the per- 
missible percentage of valuation were 
raised from two-thirds to, say, 75 per- 
cent as is the case in New Jersey, the 
companies in New York could offer 
competition to FHA loans which is 
difficult when loans are restricted to the 
present two-thirds of valuation. 


Attending to One's Business 


Cxiaris ADAMS of Columbus, O., presi- 
dent Ohio State Life, in a message to its 
field men spoke of conversations he had 


in New York City with Canadian life 
officials during the time the Association 
of Life Insurance Presidents was meet- 


FieNATIONAL UNDERWRITER 








ing. One remark that impressed him par- 
ticularly was made by an executive who 
said that he had discovered that a vast 
amount of time, energy and working 
ability was lost because people insisted 
on fighting over battles that were in the 
past. There would be a campaign by the 
Allies or the Axis powers resulting in a 
series of conflicts and many people seem 
to take comfort in reviewing the activi- 
ties so far as they were able to get 
them, make criticisms, set forth what 
should have been done and what should 
not have been done. 

This kind of conversation occupies a 
great deal of a working day. For in- 
stance, an agent visits a prospect and 
immediately the conversation _ starts 
about some military exploit that was 
publicized. The agent really forgot his 
mission and the prospect’s time was con- 
sumed. Both found solace in conversa- 
tion but they were not attending to busi- 
ness. 

The executive said to Mr. Adams that 
this practice was more or less destructive 
to people because their minds centered 
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on events of the past which could not be 
reenacted. The opportunities of the 
present were overlooked and there was 
more or less depression of mind in this 
sort of talk, This executive would not 
spend valuable time in recounting the 
past, criticising and suggesting what 
might have been done but on the other 
hand he was interested in the present 
and had an eye on the future. 

He said to Mr. Adams that a person 
not engaged in a military or defense ca- 
reer could serve his country best by do- 
ing a better job than he had before in his 
special line. If an insurance man could 
be made a better insurance man at pres- 
ent he would be contributing more to his 
country than he could in attempting to 
analyze what he deemed mistakes of the 
government and the military people. 

Ia our mind it was excellent advice. 
Our own work is important. If in these 
days of stress and turmoil we can main- 
tain a calm, constructive spirit and make 
a better mousetrap than we had before 
it will be an achievement that is well 
worth while. 








PERSONAL SIDE OF THE BUSINESS 





William T. Earls, Cincinnati general 
agent for Connecticut Mutual Life, is 
serving as civilian defense supervisor 
for Cincinnati. 

Mr. Earls has accepted the job on a 
$1-a-year basis and will devote all of 
his time to it if necessary. 

Rex B. Magee, advertising manager of 
Lamar Life, has been made executive 
officer of the air raid service, city civilian 
defense, in Jackson, Miss. He was a 
captain of infantry in the first world 
war. 

Jesse A. Todd, general agent of Cen- 
tral Life of Iowa, has been elected mar- 
shal and Tom B. Reed, Great Southern 
Life, a director of the India Temple 
Shrine, Oklahoma City. 

Frank P. Manly, head of the Hearth- 
stone Life of Indianapolis, has received 
word that his brother, R. E. Manly, 74, 
one of the wealthiest Americans in the 
Philippines, died in a Japanese concen- 
tration camp at Naga, in southern Lu- 
zon. He went to the islands as a soldier 
during the Spanish-American War, re- 
mained there and acquired large interests 
in rice lands, transportation companies 
and mines. He had been urged to leave 
some time ago but said he preferred to 
die in the islands. 

Instead of holding its usual year-end 
party, the Leo Roethig agency of Metro- 
politan Life at Waterloo, Ia., converted 
the funds to purchase two cases of 
cigarettes for men in service. 

Henry M. Powell of State Mutual, 
former Atlanta general agent, has been 
appointed civilian director for a portion 
of Fulton county (Atlanta) in the local 
defense setup. He will have charge of 
the military district lying in the north- 
ern strip of the county, in which sec- 
tion he resides. 

J. Guy Smart, who has represented 
Massachusetts Mutual Life in Durham, 
N. H., for 25 years, was honored by 


his associates and company officials with 
a dinner in Manchester, N. H., in recog- 
nition of the anniversary. FE. Lloyd 
Mallon, assistant director of agencies, 
presented a service pin and desk set. 


Fred S. Brynn of Montpelier, Vt., has 
been appointed by Governor Wills as 
director of tire rationing in Vermont. 
He will be given leave of absence from 
his work as agency supervisor of the 
National Life to carry on his new duties. 


B. W. Ayres, general agent of State 
Mutual Life in Worcester, Mass., has 
been elected president of the Worcester 
Kiwanis Club. 

R. L. Dobie, long district manager at 
Norfolk, Va., of Atlantic Life and big 
personal producer, has been named on 
a three-man alien board which will sit 
at Richmond to inquire into cases in- 
volving aliens of enemy countries. 


H. W. Manning, general manager 
Great-West Life, has been elected a 
vice-president of the Canadian Chamber 
of Commerce. 


Jay R. Benton, president Boston Mu- 
tual Life, has been elected president of 
the Vermont Association of Boston. 


Henry W. Laffer, Northwestern Mu- 
tual general agent, was installed as 
president of the Wichita Kiwanis Club 
Jan. 2. He spoke on “The Citizen's 
Duties and Obligations During the 
War.” 


Wade Fetzer, Sr., president of W. A. 
Alexander & Co. of Chicago, general 
agents of Penn Mutual Life, is now re- 
covering from a siege of pneumonia at 
his home in Hinsdale, Ill. He was 
stricken about three weeks ago and was 
very seriously ill. He was placed under 
an oxygen tent for a time. He is still 
confined to bed and reports of his condi- 
tion are most favorable. He will prob- 
ably go south, as soon as he is able to 
do so, before returning to his office. 
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*T don’t mind your secretary taking notes 
be a disturbing element.” 


‘DEATHS 








for you, Janson, but at least, don’t 
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A. B. Colton, who retired two months 
ago as Kansas City general agent of 
Midland Life, died from injuries re- 
ceived when struck by a motor car. 

Michael V. Bresnahan, 70, retired 
manager of Metropolitan Life in Pitts- 
burgh, died in St. Petersburg, Fla. He 
was with Metropolitan 40 years. 

Frank P. Slack, Jr., of Huntington, 
W. Va., son of Frank P. Slack, mine 
payroll manager of Inter-Ocean Casualty 
and Shenandoah Life, died New Year’s 
day from injuries received in an automo- 
bile accident. President J. W. Scherr of 
Inter-Ocean attended the services. 

Floyd E. Williamson, 57, vice-presi- 
dent and one of the founders of Stand- 
ard Life of Indianapolis, died at his 
home there. At one time he was state 
manager of Provident Life & Accident. 
He was elected state auditor in 1930 and 
reelected in 1932. He was in school work 
for many years. 

H. L. Orlopp, for 25 years a leading 
producer of Penn Mutual Life in In- 
dianapolis, died there. He had been a 
resident of Indianapolis nearly all his 
life. H. W. Fieber of the Fieber & 
Riley local agency, Indianapolis, is a 
son-in-law. 

Otto G. Rieck, 71, superintendent of 
supplies of Northwestern Mutual Life 
until his retirement last June due to ill 
health, after 35 years with the home 
office, died at his home in Milwaukee. 


Dr. Michael R. Barrett, associate 
medical director of Western & South- 
ern, died after an eight weeks struggle 
with a_ streptococci infection of the 
brain during which time he underwent 
several operations. He would _ have 
been 35 years old Jan. 2 and only six 
months ago married the former Miss 
Mary V. Geoghegan, daughter of 
Thomas M. Geoghegan, vice-president 
of Perkins and Geeghegan, Inc., prom- 
inent Cincinnati fire and _ casualty 
agency. Dr. Barrett was a well known 
athlete during his college days and had 
been associated with Western & South- 
ern since 1939. 

Charles Willard Smith, 89, father of 
George Willard Smith, president of New 
England Mutual Life, died at his home 
in Woburn, Mass., Monday, in which 
town he had lived for 83 years. He was 


Tom Edwards of the Provident Life 
& Accident actuarial department, who is 
a first lieutenant in the reserve corps, 
has been called to active duty at Fort 
Oglethorpe, Ga., and is expected to be 
transferred to Newfoundland. 

Sons of two executives of Lamar Life 
are military officers. Lieut P. K. Lut- 
ken, Jr., coast artillery, is the son of 
President P. K. Lutken and Lieut. 
Erskine W. Wells, marine corps, is the 
son of Maj. W. Calvin Wells, vice-presi- 
dent and general counsel of Lamar Life. 

Don A. Kirchner, Jr., acting district 
agent of Pacific Mutual Life, in Topeka, 
Kan., since the death of his father last 
summer, has been called to report to the 
Topeka selective service board Jan, 15. 
General Agent W. E. Moore of Wichita 
spent this week in Topeka reorganizing 
the district office there. 

Thomas J. Mohan, whose father is 
Vice-president T. J. Mohan of Eureka- 
Maryland Assurance, has been _ pro- 
moted to a sergeant. He is located at 
Ft. Logan, Colo., with the air corps. 








a native of Charlestown and for many 
years head of a department store in 
Woburn. He was a descendant of Rich- 
ard Warren, Mayflower passenger. He 
left three daughters besides the one son. 

Harold Bishop, 53, superintendent of 
premium collections of Phoenix Mutual 
Life, died Jan. 5 at Hartford Hospital. 
He had been with the company 34 years. 

Dr. Charles H. Willits, 85, who re- 
tired in 1940 as medical director of 
Provident Mutual Life, died at Miami, 
Fla. He graduated from the University 
of Pennsylvania in 1877 and from the 
medical school in 1879. In 1902 he be- 
came medical director of Provident 
Mutual. 








Industrial L. & H. Counsel 


J. L. Duckworth, for several years a 
member of the law firm of McElreath, 
Scott, Duckworth & Riley, has with- 
drawn from that firm to become full- 
time counsel for the Industrial Life & 
Health of Atlanta. Mr. Duckworth is 
well known as an insurance attorney in 
the south. 


NEWS OF THE COMPANIES 





Travelers Income 
Biggest Ever 


The premium income and total income 
of the Travelers group companies in 
1941 exceeded the record of any previ- 
ous year. The total income was $254,- 
739,000, a gain of $5,279,000 over the 1940 
record and the total premium income 
was $208,165,000, which was about $4,- 
000,000 higher. 

The life insurance premiums in 1940 
amounted to $107,575,000 as compared 
with $116,005,000 or a decrease of 7.27 
percent. New insurance written was 
sharply higher. Total new regular and 
group life insurance issued was $489,- 
500,000 and there was added more than 
$574,000,000 of group insurance under 
contracts in force in previous years, or a 
total of $1,063,500,000 as compared with 
$718,881,083 in 1940. The additions un- 
der group contracts in 1940 amounted to 
$427,585,741, so that the record in 1941 
was about $150,000,000 greater. 

Accident and health premiums in 1941 
totaled $24,284,000 as compared with 
$19,650,000, or an increase of 23.58 per- 


In point of percentage increase, 
de- 


cent, 
accident and health was the No. 1 
partment of Travelers last year. 


Provident L. & A. Praised 
in Examination Report 


Assets of Provident Life & Accident 
at June 30, 1941, amounted to $15,712,006 
and capital, surplus and contingency re- 
serve amounted to $4,024,479, according 
to the report of a convention examina- 
tion in which participated Tennessee, 
Arkansas, Michigan, Ohio and Washing- 
ton. The report states that assets had 
been conservatively valued by the com- 
pany and liabilities provided for ade- 
quately. Alt obligations are met 
promptly and the management has ably 
safeguarded the interests of its policy- 
holders. 

During 1940, a total of 154,618 claim 
payments were made to 110,946 claim- 
ants. On all claims incurred in that year 
only 23 have resulted in litigation. 

Mortgage loan account totaled $4,458,- 
141, almost entirely on city properties 
and only one loan in the amount of 
$1,500 was past due as to principal and 





Welcome 


to KANSAS CITY 








WELCOME ALSO TO VISIT 
The Home of Compiele Protection 
BUSINESS MEN'S ASSURANCE CO. 


T. GRANT 


President 





Sn a 111919) | 


cr 


Vice-President In Charge of Sales 











14 


in this case the borrower is deceased and 
Provident has an assignment of a $5,000 
life insurance policy. Two loans were 
delinquent as to interest, both less than 
30 days, and the amount of such interest 
was only $78.35. 

The book value of bonds was $5,558,- 
482 and the market value as of June 30 
exceeded book by $251,931. No bonds 
were in default. 

Book value of real estate is $747,190 
including the home office building which 
is valued at $604,557. Provident does not 
capitalize past due interest or other ex- 
penses upon foreclosure of real estate. 
The cost of the home office building has 
been depreciated 2 percent annually 
since it was erected in 1924. 





Golden State Changes Status 


LOS ANGELES—Golden State Mu- 
tual Life has been licensed as a legal 
reserve mutual life and disability com- 
pany. It has been operating as a 
“Chapter 9” assessment company and 
was one of three companies of that class 
which were given a clean slate last year 
by the insurance department. 

The company, owned and operated by 
and for Negroes, is licensed in California 
and in Illinois and maintains Illinois 
headquarters in Chicago. It plans to 
enter Texas as soon as the necessary 
formalities can be complied with. 





Life of Virginia Bonus 

Life of Virginia paid a cost of living 
bonus to all home office employes based 
on earnings during the last six months 
of 1941 at 6 percent of the first $1,000 
of annual salary plus 3 percent on an- 
nual salary above $1,000, with a limit 
on salaries of the executives. A similar 
payment will be made in March. 





Ohio National Quits Okla. 


Ohio National Life has withdrawn 
from Oklahoma. It has more than $5,- 
000,000 business in force in Oklahoma 
and has been operating there about 15 
years. For the last four years James E. 
White has been general agent. He will 
maintain the office in the Oklahoma City 
for a month or two before closing per- 
manently. His plans for the future have 
not been announced. 

The company gave no reason for its 
withdrawal in its letter to Commissioner 
Read. The doubling of the premium tax 
in Oklahoma has been assigned as the 
reason for other withdrawals since it be- 
came effective. 





~ COMPANY ME 


American Mutual Promotes 
Two Home Office Men 


3ert R. Merrill, Jr., who has served 
as agency secretary of American Mutual 
Life, since last March, has been pro- 
moted to agency supervisor, and Ken- 
neth C. Klein, formerly traveling auditor, 
has been named agency secretary to suc- 
ceed Mr. Merrill. 

Mr. Merrill began as an agent in Des 
Moines for Massachusetts Mutual Life 
in 1934, later becoming agency super- 
visor for that company. In 1939 he was 
named the Des Moines general agent 
for Mutual Trust Life, continuing in 
that capacity until he joined American 
Mutual. 

Mr. Klein has been with American 
Mutual Life since 1923. His first three 
years were spent in the conservation and 
collection departments. He became a 
traveling auditor in 1926. In addition to 
his new duties as agency secretary, Mr. 
Klein will also direct the newly organ- 
ized conservation section. 











Prudential Mortgage Changes 


NEWARK—A number of supervisory 
changes have been made jin the mort- 
gage loan department branch offices of 
Prudential. Ervin Jackson, manager at 
Birmingham, Ala., will become manager 
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of the northern New Jersey branch with 
headquarters in Newark. His former 
duties at Birmingham will be assumed 
by Hugh Abernethy, former city loan 
manager at Kansas City. 

C. J. Faherty, assistant manager at 
Newark, has been made city loan man- 
ager at Kansas City. 

At Newark Ralph C. Driscoll, former 
property manager, becomes assistant 
manager in charge of mortgage produc- 
tion. 

E. R. McKinley, formerly associate 
manager, has been named manager at 
Cleveland, and Graham MacMillan, for- 
mer mortgage loan appraiser at Cleve- 
land, has been promoted to assistant 
manager. 





Two New Sun Life Directors 


George W. Spinney and _ Harold 
Crabtree have been elected directors of 
Sun Life of Canada. Mr. Spinney is 
general manager of the Bank of Mon- 
treal. Mr. Crabtree is president of the 
Howard Smith Paper Mills and also 
president of the Allied War Supplies 
Company. 





54-Year Veteran Retires 

Franklin H. Searle, assistant secre- 
tary of Connecticut Mutual Life, has re- 
tired from active service. He had been 
with Connecticut Mutual 54 years and 
had been assistant secretary since 1920. 

Mr. Searle received his early training 
in the actuarial department and was 
subsequently transferred to the renewal 
and cashiers departments. In 1913 he 
became head of the accounting depart- 
ment, a position he has held since that 
time. He was appointed assistant sec- 
retary in 1920. 

During his career Mr. Searle saw 
the company’s assets grow from $57,- 
447,440 to more than $400,000,000 and 
its insurance in force rise from $151,- 
361,913 to well over $1.000,000,000. 

Mr. Searle was presented with a 
scroll signed by ail members of his de- 
partment and other company employes 
who at one time worked under his su- 
pervision. The personnel of the ac- 
counting department presented him 
with a golf bag. 





Four Executives Appointed 


North American Life of Canada has 
named W. J. Burgar, comptroller; E. D. 
Gibb, assistant actuary; D. T. Weir, 
assistant secretary; and John S. Kil- 
gour, assistant secretary. 





CHICAGO 


ENGELHARD’S LIFE CONNECTION 


Engelhard & Co. has been appointed 
for U. S. Life in Chicago. It will handle 
the complete A. & H. and life lines of 
U. S. Life. The department is managed 
by Charles Revenaugh who was for- 
merly manager of the A. & H. depart- 
ment of Maryland Casualty. The part- 
ners in the agency are Willard and Eu- 
gene Engelhard. 








VINCENT COFFIN IN CHICAGO 


Vincent B. Coffin, vice-president of 
Connecticut Mutual Life, has returned 
to the home office after conducting 
meetings at each of the three Chicago 
agencies. He had a meeting with the 
Hill agency last Saturday, with the L. 
J. Fohr agency, Monday, and the C. J. 
Zimmerman agency, Tuesday. 


CLANCY IS DISTRICT MANAGER 


Ray J. Clancy has been appointed dis- 
trict manager by Edmund E. Lamb, 
general agent of Columbian National 
Life in Chicago. Mr. Clancy will main- 
tain his headquarters in the Lamb 
agency, 

He has been connected with that of- 
fice four years and has had: an average 
annual production in that time of over 
$200,000. Previously he was an agent 
of Travelers at Chicago and later for 





a time managed the life department of 
Starkweather & Shepley, general insur- 
ance agency of Chicago. In addition to 
his production work Mr. Clancy will 
have supervisory duties. 

The Lamb agency had a successful 
year in 1941, with an increase of about 
48 percent in paid business in the life 
department and 22 percent in the acci- 
dent and health division. 


ACCIDENT 


List Two “Most Valuable 
Citizens” on K. C. Program 
of A. & H. Association 


KANSAS CITY—Two of the chief 
speakers at the Tuesday all-day sales con- 
gress to be staged at the mid-year meeting 
of the National Association of Accident & 
Health Underwriters here Jan. 26-28 
are men who both have been designated 
“most valuable citizens” of their cities— 
Roe Bartle, Kansas City, and Carroll C. 
Day, Oklahoma City, it is announced by 
R. J. Costigan, Business Men’s Assur- 
ance, program chairman. 

Mr. Bartle will begin the sales con- 
gress with an inspirational talk on 
“Courage in Spite of Fear” and Mr. Day 
will close with an address on “Motiva- 
tion.” 

Mr. Day has been Oklahoma general 
agent of Pacific Mutual Life for more 
than 30 years. He has long been promi- 
nent in life underwriter association 
affairs, and has addressed more than 
200,000 life men all over the United 
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States. He was voted Oklahoma City’s 
“most useful citizen” in 1931. 

Mr. Bartle won the “distinguished 
citizen” designation in 1940. He has 
long been a leader in banking and busi- 
ness circles in this area, and for a num- 
ber of years has been scout chief of the 
Boy Scouts in Kansas City. 





A. & H. War Program in N. Y. 

NEW YORK—C. F. Demsey, Trav- 
elers, president of the Accident & 
Health Club of New York, announces 
that the club will participate in a defi- 
nite national defense program. The 
new officers will be inducted at the 
meeting Jan. 29. J. M. Boyle, Conti- 
nental Casualty, treasurer, has volun- 
teered for service in the U. S. Army 
and is resigning as of Jan. 31. He is 
succeeded as treasurer by W. F. Mc- 
Carthy, Equitable» Society, who has 
been assistant treasurer. 

Other officers are: F. G. Cloos, Met- 
ropolitan Life, vice-president in charge 
of arrangements; E. E. Bradley, Globe 
Indemnity, vice-president in charge of 
education; C. F. McLaughlin, U. S. 
Casualty, vice-president in charge of 
membership; N. E. Walter, Connecticut 
General, secretary; Julius Ullman, Per- 
rin & Son, publicity director. 








Donate Blood to Red Cross 


John Hancock Mutual Life agents 
from two Detroit offices, No. 1 and No. 
4, set up an emergency hospital in their 
agency room for the purpose of donating 
blood to the American Red Cross. Fifty 
agents were accepted as donors, under 
the supervision of a doctor and 12 Red 
Cross nurses. 
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LIFE SALES MEETINGS 





Quality Business 
Stressed at Parley 


of Great Southern 


SAN ANTONIO—Great Southern 
Life agents from central and southwest 
Texas attended a regional conference 
here, the second of a series of meetings. 
The first was held in Dallas and the 
others are being held in Oklahoma City, 
Houston and Baton Rouge. 

Jesse N. Fletcher, in charge of agen- 
cies in the San Antonio area, was chair- 
man. President E. P. Greenwood, Ford 
C. Albritton, vice-president and manager 
of agencies; Sam R. Hay, Jr., manager 
of sales training department, and H. B. 
Bollfrass, assistant agency secretary, 
spoke. 

Better selection and training of agents, 
better selection of prospects and more 
careful selection of sales presentations 
were urged. 


War Now a Fact to Face 


President Greenwood pointed out that 
the disturbing speculation over the en- 
trance of the United States into the war 
is now over. War is now a fact that 
all must face. Company officials are 
giving careful consideration to the prob- 
lems which now face life insurance com- 
panies with regard to young men either 
in or entering the military or naval 
services. The age group that has been 
drawn into the army and navy is not 
the age group which buys a large volume 
of life insurance. This group usually buys 
small policies and the persistency is 
lower than average. 

The agent is the key to all selection, 
since the medical department can only 
pass on cases submitted through the 
agent and the size of policy issued 
depends upon the type of prospect the 
agent has selected, Mr. Greenwood 
pointed out. He emphasized the need 
for careful selection. By selling to pros- 
pects who buy policies of larger amounts 
and with a higher rate of persistency, 
the agent can increase his renewal in- 
come, 


Splendid Results in 1941 


Mr. Greenwood reviewed the Great 
Southern’s progress during 1941. Sales 
gained over $3,500,000, insurance in force 
was increased by $6, 500,000. Collections 
and renewals are better. December, 
1941, was the best December in the com- 
pany’s 33 years. 

The agent who permits war condition 
to frighten him will fail but the man 
who faces things as they are and works, 
will write more business than he has in 
the past, Mr. Greenwood stated. 

Jesse N. Fletcher, San Antonio super- 
visor, discussed the ‘Market for 1942.” 
The successful agent will be the one 
who selects quality prospects and as a 
result writes quality business, he said. 


Quality Business Stressed 


Ed Nolen, Austin, pointed out that 
quality business comes from quality buy- 
ers, To contact this group the agents 
must conduct his own business and per- 
sonal affairs on a basis which will meet 
quality buyers’ approval. 

Mr. Hay urged agents to study to 
improve their work methods and sales 
technique. He stressed the importance 
of an organized presentation to guide the 
agent in sensing and in meeting situa- 
tions. 

H. B. Hackleman and Frank North of 
Corpus Christi gave a sales demonstra- 
tion on the “Self Planned Estate.” 

Mr. Bollfrass outlined points which an 
agent should check to determine whether 
he has an adequate sales presentation: 
regular practice periods, a plan for work, 
regular study periods and a sound per- 
sonal budget. 

Mr. Allbritton urged that agents strive 
to secure prospects among the groups 


which will buy policies averaging in size 
$2,500 to $10,000. Within this group, he 
indicated lie the policyholders which the 
company desires most, although he 
warned against overlooking any good 
business, 

In considering the question of life in- 
surance as an investment and the selling 
of defense bonds, Mr. Albritton pointed 
out that life insurance men are co- 
operating in selling bonds and thus cre- 


ating a restraint on inflation through 
thrift. However, life insurance is also 


an aid in preventing inflation and may 
mature at any time while the bonds 
must wait 10 years. This sale of life 
insurance, he considered as a cushion 
against inflation and as an aid to the 
maturing of defense bonds. 

Life insurance men can prove them- 
selves loyal and patriotic Americans by 
devoting their time to their own work 
so that those in need of their guidance in 
solving problems may be served and that 
those dependent upon them may profit. 





Franklin Life Conclave 
Is Staged in Mexico 


The Southern agents of the Franklin 
Life of Springfield, Ill, held their 
agency meeting at Monterrey, Mex., the 
early part of this week. President C. E. 
Becker and Mrs. Becker and a party 





BECKER 
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of guests went to Mexico City for the 
New Year and returned to Monterrey 
for the convention. W. J. Dugger, vice- 
president in charge of southern terri- 
tory, and W. J. Hiller, vice-president 
and underwriting manager, F. J. O’Brien, 
director of sales promotion, Paul 
Becker, agency secretary, and James 
Abels, conservation director, were pres- 
ent from the home office. There were 
about 150 in the convention group and 
there was a stop at San Antonio on 
the way down. 

The Franklin Life people spent two 
days in Monterrey and then returned to 
San Antonio Wednesday where a lunch- 
eon was held which was attended by a 
number of notables from San Antonio. 
The convention party spent the eve- 
ning at Shadowland. Thursday was de- 
voted to a special business session. 





Vice-president Johnson on 
Schnell Agency's Program 


Eric G. Johnson, vice-president of 
Penn Mutual, addressed the annual 
meeting of the F. A. Schnell agency of 
that company in Peoria, Ill. He laid 
emphasis on the organization perfected 
by life underwriters’ associations and the 
field staffs of the companies to assist 
the government by selling a vast amount 
of defense bonds. The war is stimu- 


lating the life insurance business, he 
said. 

Mr. Johnson especially recognized six 
agents who qualified for the Quarter 
Million Dollar Club of Penn Mutual and 
will attend the convention at Miami 
Beach early this year. These are F. R. 
Luthy, J. R. VonAchen, both of Peoria; 
W. S. Porter, Champaign; A. F. Priebe, 
Rockford; K. L. Keil, Springfield, and 
F. H. Newell, Decatur. 

Most of the program was contributed 
by the agents. Several told their plans 
for this year. Mr. Porter conducted an 
“Information Please.” Mr. Schnell was 
toastmaster at a banquet at which Vice- 
president Johnson made his main ad- 
dress. About 40 associates of the agency 
from down-state Illinois attended. The 
Schnell agency has jurisdiction over the 
entire state outside of Chicago. 


NEW YORK 


FIRST AID CLASSES START 


Under the sponsorship of the Insur- 
ance Society of New York, 10 classes in 
first aid commenced this week. Standard 
instruction will be given for 10 weeks 
in preparation for American Red Cross 
certification. About 40 students are in 











each class. The meetings are held at 85 
John street. Each student attends class 
for one two-hour session each week. 
Eleven physicians are acting as instruc- 
tors, most of them being connected with 
insurance offices. 





GARDINER HAS BIG YEAR 


The Harry Gardiner agency of John 
Hancock Mutual Life in New York 
City had a total paid production for the 
year of $23,842,000. This was made up 
of $7,868,000 ordinary, $4,907,000 an- 
nuity credits, and $11,067,000 group in- 
surance. Premiums on new business 
for the year amounted to more than 
$4,000,000. The gain in new ordinary 
business paid for was $2,142,000. 








Protect Ind. Service Men’s Licenses 


Life agents in Indiana, called to mili- 
tary service, will have their licenses 
restored on their return without an addi- 
tional fee or other certification, Commis- 
sioner Viehmann has announced. The 
department will classify salesmen in the 
service as inactive. At the conclusion of 
their service, or in not more than six 
months thereafter, on proper notification 
by the company the license will be re- 
stored until the beginning of the next 
licensing year, 
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OUR PRODUCTION IS “UP”, TOO 


Minnesota Mutual's paid production for 1941 to 
date is 121% compared with the average of the 
past five years. The outlook for ‘42 is still better. 
Fitting perfectly into this picture is the Minnesota 
Mutual Payroll-Deduction Plan, of mutual benefit to 
employer, employee and agent. 
one advantage; others enjoyed by our field force 


A liberal agency contract 

A plan for financing your agency 

Accounting methods to guide you 

Proven plans for finding—training agents 

A liberal financing plan for your agents 

A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 

Policies for every purpose: Regular — Family — 
Juvenile — Women — Group — Payroll — Sav- 
ings, Social Security, etc. 


Low monthly premiums 


_A $250,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Prudential Makes 


Second Cut in 
1942 Dividends 


Taking a conservative view of the 
effect of war on market values and 
increased claims, Prudential has deemed 
it wise to make a further reduction in 
dividends payable from March 1 through 
Dec. 3 A slight reduction was an- 
nounced in November affecting policies 
with anniversaries in January and Feb- 
ruary. 

This new schedule is an approximate 
17 percent reduction from that in effect 
during 1941, age and duration of each 
policy determining its share in the sur- 
plus distribution. 


Life & Casualty Adopts New 
Ordinary Mortality Table 


Life & Casualty of Nashville has 
adopted the American men mortality 
table with the New Jersey standard of 
modification at 3 percent for its ordinary 


department. Industrial forms, in the 
main, remain unchanged. New rates fol- 
low: 


ment, retirement income endowment or 
guaranteed retirement income. 

The minimum amount issued on the 20- 
payment life non-par plan will be $2,500 
and a new plan to be sold for amounts as 
small as $1,000, 20-payment endowment 
at age 85 non-par will be introduced. 

The minimum amount issued on the 
initial term plan will be increased to 
$2,500 but on five, 10, 15 and 20-year 
terms it will be reduced to $2,500. 

The new guaranteed retirement 
come rates follow: 


Annual Premiums for $10 Monthly 
Income—No Additional Benefits 


in- 


At Age 65 Age at At Age 60 
Male Female Issue Male Female 
$11.94 13.34 10 $16.10 $17.93 

14.41 16.10 15 19.58 21.82 
1753 19.58 20 24.08 26.83 
21.56 24.08 25 30.03 33.45 
26.88 30.03 30 38.16 42.52 
34.17 38.16 35 49.80 55.48 
44.58 49.80 40 67.57 75.28 
60.49 67.57 45 97.62 108.75 
87.39 97.62 50 : es 


Mutual of Canada Changes 


Effective Jan. 1, incomes under the 
participating single premium elective 
retirement annuity policy introduced 


last February by Mutual Assurance of 
Canada have been reduced due to a 
change in the rate of interest used in 
accumulating the cash values. Prior to 
maturity, the death benefit of this con- 
tract is the premium paid or the cash 






value, whichever is greater. Incomes 
per $1,000 single premium are shown 
below. 
Income Income Income 
at 55 at 60 at 65 
Fe- Fe- Fe- 
A ge Male male Male male Male male 
$ $ $ $ $ 
20 11.92 10.73 15.10 13.51 19.25 17.28 
30 9.31 8.39 11.80 10.55 15.04 13.50 
40 7.28 9.22 8.25 11.75 10.55 
45 6.43 8.15 7.29 10.38 9.32 
50 5.69 5.12 7.20 6.44 9.18 8.24 
55 sie 6.37 5.70 8.11 7.28 
60 , 7.17 6.44 


New Midwest Life Rate Book 
Shows Increases, New Forms 


Midwest Life has issued a new rate 
book. Premium rates are increased 
while cash values remain unchanged. 
The retirement income endowment form 
is now on a non-participating basis with 
the word “retirement” dropped from the 
name. The participating ordinary life 
policy has not been included in the new 
rate book as well as some of the less 
popular non-participating forms. 

A double endowment at age 55 policy 
has been added, providing $1,000 insur- 
ance to such time as the cash value ex- 
ceeds $1,000; at age 55 it matures for 
$2,000. A family unit contract, insuring 
the entire family for a period of 19 years, 
has also been added. Conversion to a 


permanent form of insurance can be 
made within 14 years provided the in- 
sured is under age 60. 

New rates at quinquennial ages follow: 


Premium Rates Per $6,000 


Pret. Inc. 10 
tisk End. 20 Semi- End. Year 
Ord. Age Pay. Paid- Age Term 
Life 85 Life Up 65 65 $2,500 
Age $ $ $ $ $ $ 
Heiers ose 12.54 14.00 21.66 12.22 19.34 .... 
OO. ahcrcs 13.98 15.56 23.70 13.42 22.60 20.20 
BOs ose 5.86 17.46 26.00 14.96 26.72 20.85 
| aa et 18.28 19.96 28.68 17.02 32.22 21.80 
ees (ees 21.48 23.32 32.00 19.84 39.84 24.40 
| ere 25.72 27.76 36.14 23.80 51.02 29.70 
45......01.84 33.64 41.32 29.76 68.02 38.95 
2 ae 38.76 41.44 47.94 39.34 94.88 54.00 
ee i ef . eee wer OEBO 
ee 61.86 66.38 oe a7 


New Annuity-Endowment 
Contract for United L. & A. 


United Life & Accident has introduced 
a new endowment-annuity contract to 
replace its old retirement income form. 
The new policy has more liberal terms 
and the privilege to pay premiums on a 
monthly basis. 


New Settlement Option Basis 


A more conservative basis for — 
ment options has been incorporated i 
new policies, interest assumption ties 
reduced from 3% to 3 percent. Where 
policy proceeds are left with the com- 
pany subject to withdrawal, interest of 
214 percent is guaranteed. A joint and 
two-thirds survivorship option has been 
added. Premiums not due at death are 
not deductible from the face amount of 





Bankers Life of lowa 


Revamps Dividends 





The new dividend schedule for Bank- 


cumulations and on policy proceeds has 
been set at 3.5 percent in contrast to 


gin end of the second year. Minimum 


policy $5,000. Rates at age 25 are, $15.38 
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Premium Rates Per $1,000 ers of Iowa carries an increase over 
reg cml 1941 for policies of short durations or 3.75 percent paid in 1941, _ first two years, $20.61 thereafter; age 
End. 20 Spec. 10 ‘Ann. ment low premiums and a reduction for high A modified two-whole life policy is 35, $21.26 and $26.91, respectively; age 
Age Pay Ord. Year End. Age premium policies and those of long dur- now being offered with a lower premium 45, $31.46 and $37.81. 
Age = 7“ a 3 ~~ 6 8 ations. Interest payable on dividend ac- for the first two years. Dividends be- The new schedule is shown below. 
15 ...13.01 20.93 12.43 .... 91.35 15.27 ~ Pi : —— * . 
16 11113'31 21:33 12.67 211. 94:10 15.69 Bankers Life, Ia. Bankers Life, Ia. 
17... 13.63 21.74 12.93 .... 96.95 16.13 1942 NET COST—NET PAYMENTS SPECIAL ORDINARY LIFE (3% Continued) | 1942 NET COST—NET PAYMENTS WHOLE LIFE, END. AGE 85—3% 
14 o* pe fy BOE sess 99. yo 16.59 Illustration—Based on Jan. 1 Dividend Scale Illustration—Based on a — Scale 
ie ty3 ae he rae ad Ages 35 36 37 38 39 40 rT a 43. | Ages 20 25 30 40 60 
oy CCERae Bees geae eet topes tee, Ce 26.77 27.61 28.49 29.41 30.39 31.43 32.54 33.71__34.95 | Premium 1836 20.54 2832 2891 316337. 95 466 60 5853 T8238 
a eee . . -13 109.95 18.10 1 21.71 22.49 23.33 24.26 25.22 26.23 27.31 28.43 29.63 1 14.83. 16.71 19.34 22.85 27.43 33.51 41.68 52.99 69.17 
2 15.40 23.89 14 8.19 0 
22... 15. 3. 41 8.19 113.60 18.65 2 21.55 22.35 23.21 24.12 25.07 26.08 27.14 28.26 29.44 2 14.69 16.54 19.24 22.69 27. 3.27 41.41 52.68 68.87 
23 ...15.80 24.35 14.75 $.23 117.45 19.23 $ 21.41 22:22 23.09 23.99 24.93 25.93 26.97 28.08 29. 3 14:54 16.38 19.13 22:54 27.12 33.04 41.13 52.37 68.60 
24 ...16.22 24.83 15.10 8.28 121.55 19.84 4 1:29 2210 22:95 23.84 24:78 25.76 26.79 27.87 29.0 4 14:40 16.30 19.01 22.42 26.95 32:83 40.87 52.08 68.09 
25 || 116.67 25.32 15.48 8.32 125.85 20.49 5 21:17 21:97 22:82 23.69 24:62 25.59 26.60 27.66 28.79 5 14:25 16.22 18.90 22:31 26.77 32.61 40.59 51.81 67.59 
26 1713 25.82 15.87 838 13035 21.18 6 21.05 21.84 22.68 23.55 24:44 25.41 26.40 27.44 28.61 6 14.12 16.13 18.78 22.19 26.59 32.40 40.33 51.56 67.12 
97 111763 2635 1629 844 13505 21°91 7 20.92 21.70 22:54 23.37 24.27 25.21 26.19 27.28 28.41 13.97 16.03 18.65 22:06 26.40 32.19 40.07 51.34 66.66 
27 ...17.6 85 16.29 8.44 135.05 21.91 8 20:79 21.56 22:37 23.21 24:08 25.00 26.02 27.08 28.21 3 13.83 15.94 1852 21:91 26.20 31.95 39.83 51.15 66.24 
28 ...18.18 26.90 16.73 8.50 140.05 22.69 9 20:65 21.41 22:21 23:03 23:89 24:84 25.84 -26.89 28.00 13:75 15.84 18.43 21:78 26.03 31.73 39.61 50.75 65.84 
29 ...18.67 27.47 17.19 8.59 145.40 23.51 10 20:50 21:24 22:02 22:84 23.74 24:67 25.64 26.69.° ° 27.80 1 13.68 15.73 18.33 21.63 25.85 31.51 39.41 50.36 65.46 
30 ...19.24 28.06 17.68 8.71 151.10 24.40 ll 20.34 21.08 21.84 22.70 23.56 24.49 25.46 26.49 27.59 1 13, 15. 18.2. 21.48 25.67 1.29 9.22 49.99 65.13 
3 19.85 2868 1819 885 157.20 25.35 12 20.17 20.90 21.70 22.52 23.39 24:31 25.26 26.30 27.39 1 13.53 15.52 18.11 21:31 25.48 31.09 39.04 49.63 64.81 
32°’ '80.49 29:34 1878 902 14865 S026 20.01 20.76 21.54 22.35 23.21 24.12 25.07 26.10 27.20 13 13.44 15.40 18.01 21.15 25.30 30.90 38.91 49.30 64.54 
32 ...20.49 29.; 73 9.02 163.65 26.36 14 19:87 20.61 21.38 22.18 23.03 23.93 24.88 25.91 27.01 1 13.35 15.32 17.89 21.01 25.12 30.71 38.58 48.99 63.88 
33 ...21.17 30.01 19.30 9.22 170.65 27.44 15 19:72 20.44 21,21 22:00 22.85 23.75 24.71 25.73 26.84 1 13.26 15.25 17.76 20.86 24.93 30.55 38.27 48.71 63.22 
34 ...21.88 30.72 19.91 9.47 178.10 28.59 16 19:57 20.28 21:04 21.84 22:68 23.58 24:53 25.56 26.67 1¢ 13:18 15.15 17.63 20.69 24:76 30.41 37.97 48.45 62.59 
35 _..22.64 31.46 20.55 9.75 186.05 29.84 17 19.40 20:12 20.88 21.67 22:50 23.41 24:37 25.39 26.53 1 13.08 15.06 17.48 20:54 24:58 30.29 37.69 48.22 61.97 
26 23°44 32:23 21.22 1007 194.65 31.17 18 19.25 19.96 20:72 21.51 22:35 23:26 24:21 25.26 26.40 1 12:97 14:96 17:33 20.38 24.42 30.18 37.44 48.02 61.35 
37 119499 33°04 21°94 10.44 20390 39.6 19 19:10 19.80 20:56 21.34 22:19 23:11 24:08 25.14 26.29 19 12:90 14:85 17:21 20:23 24:28 29.91 37:19 47.49 60.75 
38 S517 S288 S276 1887 £1890 Sf. 4 20 18.92 19.63 20.38 21.17 2202 22.94 23.93 25.01 _ 26.17 2 12.81 14.73 17.06 20.04 24.12 29.61 36.92 46.92 60.09 
n¢ *ae ‘Qa a4 , et BSL BE SE BE 10 Year Summary 10 Year Sum 
40 1 13P12 BROT BEST ILS Saelse Sosy 19 Yrs. Prems. 267.70 276.10 284.90 294.10 303.90 314.3 32540 337.10 49.50/10 Yrs. Prems. 183.60 205.40 233.20 269. 10 316. 30 379.50 466.00 585.30 752.30 
..27.12 35.6 87 11.38 236.35 37.51 10 yrs. Div’ds. 56.66 _ 57.2 8.20 59.58 60.50 61.42 62.37 10 Div'ds. 41.54 43.58 6.73 54 61.07 68.21 78. 
41 ...28.17 36.63 25.39 12.48 249.05 39.39 10 Yrs, NET... 211.04 218.88 23 32 235.90 245-04 254-72 26490 275.68 28713 18 Yrs, NET 142'06 161.82 188.33 22238 26662 325.0% 404.93 517/09 673.64 
42 |. 129.98 37.64 26.46 13.14 262.85 41.44 Av. Net Pa 21.10 21.89 "22.72 E. 59 4. a 25.47 26.49 _27.57__ 28.77 Av. Het Fart. 14.21 16.18 18.83 22.24 26.6 40.49 51 67.36 
an RH Rin eee ‘o 73.03 “7308 7736 79:80 8247 “8552 8889 9272 97° ‘07 | 0 ¥ . COst 6168 70.05 7 3 3 DTT Ur Gs 
..31.71 39. 7S ( 94.5 p Tr, ‘ost... a h ‘ R ; p : le r. Cost...... 7. 0. 5.13 82.87 5.29 ' 1 
5: aeea Shak tea ic are ty aging Average Cost. 7.30 7.51__7.74__7.98 _8.25__8.55__8.89 9.27 9.71 /Average Cosi. 6.77_7.01__7.51_8.29 7. ‘Us eo ae Ee 
46 ...24.43 42.14 31.39 16.57 335.65 52.31 (RG oy 20 Year Summa 
47 |. 135,89 43°40 32°80 17.86 35S 40 ae @4 20 Yrs. Prems. 535.40 552.20 569.80 588.20 607.80 628.60 650.80 674.20 699.00'29 yrs. Prems. 367.20 410.80 466.40 538.20 635.60 759.00 932.00 1170.60 1504.60 
48 o” 28 oa a te 20 Yrs. Div'ds. 128.01 129.74 131.33 133.02 134.98 136.98 139.40 141.63 143.78 20 yrs. Div’ds. 93.0: 97.11 101.36 108.13 117.32 129.02 145 167.79 202.63 
é -37.47 44.74 34.29 18.86 383.80 59.35 20 Yrs. NET...... 407.39 422.46 438.47 455.18 472.82 491.62 511.40 532.57 555.22 29 yrs. NET... 274.18 313.69 365.04 430.07 51528 629. 3 bee] 1002/81 1301.97 
| 49 ...39.12 46.14 35.87 20.16 412.35 63.51 Av. Net Payt.... 20.37 21.12 21.92 22.76 23.64 24.58 25.57 26.63__27.76 Av. Net Payt.. 13.71 15.68 1825 21, oe ie 9.31 50.14 "65. 
+4 Lad 86:89 rH en eee ee ee “88 $3.98 88.94 94:46 100-78 loss il642 12602 ors Stas ae aon a: 
| 5! 5141 GO89 4751 2265 woes aS: r. Cost...... ; . . . . . ; ; : : K K i y 
60 65.79 6830 6087 2000 Average Cosi. 3:99 4.20 445 4.72 5.04 5.41 5.82 6.30 G.85|Avernge Cont. “aes “nan 96-25 96. 8 126. rH 179.86 2 . i. ao 
eS ORDINARY LIFE—3% (Continued) MODIFIED 2—WHOLE LIFE—3% 
i Ages 44 46 47 48 50 55 60 65__| Premium 13.53 15.38 17.94 21.26 25.69 31.46 39.30 50.13 65.43 
Atl tic Life Takes St Premium 36.27 37.68 39.17 40.75 42.46 46.18 57.84 74.00 96.66 13.53 15.38 17.94 21:26 25.69 31.46 39.30 50.13 65.43 
antic e iakes steps 30.89 32.23 33.61 35.10 36.73 40.25 51.28 66.88 87.79 2 32 9.80 12.20 29 19.46 24.73 31.81 41.64 55.96 
Meet In Situati 2 30.68 31.99 33.37 34.87 36.49 39-98 50.96 66.60 87-20/ Premium 1318 1485 iret 3090 2529 30.97 a8t? 4053 efes 
to eet terest Situation 30:22 31°56 3294 34°41 35199 39:44 50°37 65°84 8614 4 13.09 14.96 17.58 20.89 25.26 30.94 (70 49.47 64.71 
; : } 3004. 31°33 32°72 7 35:75 3917 5009 65:34. 85) 5 13.03 14.94 17:56 20.88 25.21 30.8 ‘62 49.43 64.52 
Atlantic Life has put into effect 29.83 31.12 32.48 ‘92 35.49 38.91 49.86 64.88 85.21 6 12.96 14.9 7.55 86 25.15 30.8 4 49.42 64.35 
chante inent a oak sad tow 29.62 30.90 32.26 33.69 35.25 38.66 49.64 64.43 84.8 Z 12.89 14.92 17.49 20.84 25.08 30.7: 46 49.44 64.19 
é g' S In rates an ru es, prompte DV : 29.41 30.68 2.02 4 5.01 8.42 49.46 64.01 84.46 $ = 4 a 7s “3 aes ay - mo by 4 
the investment situation. A few days 1 38:99 30.23 31:57 33.00 34°56 3799 4868 63:95 82.79 10 12.41 14.48 17.06 20.34 2452 30.1 (95 48.77 63.52 
advance notice was given agents, not 1 28:77 30.02 31.37 79 34.35 37.80 48.31 62.92 81.96 il 12.34 14.39 16.94 19 24.33 29.9 76 48.40 63.18 
i 28:57 29:82 3116 32:60 3418 3764 4796 62.63 811s 12 12:25 14:26 16.85 20.02 24.15 29.7 ‘61 48.05 62.88 
— oy — of ing ey the sale of 1 28.37 29.63 30.98 32.41 34.00 37.51 47.64 62.38 80.34 2 an ue ue ah an ae ee CSS lS 
the poli ‘ ‘ 14 28.19 29.45 30.81 32.26 33.86 3718 47.33 61.71 79.52 . : . . . . : : 96 
ict Fel ~ ected but because oe 15 28.02 29.29 30.66 32.13 33.73 36.88 47.05 61.05 78.72 15 11.99 13.99 16.47 19.56 23.60 29.17 36.82 47.14 61.31 
management felt the agents were entitled 16 27.86 29.14 30.52 : 3.44 6.97 46.81 60.42 77.90 4 : = Led — as se = mr | by 
ssh thr : k i ; 3 ; f ‘58 59.78 77.09 : . . . . . . . . 
to know the facts so that they would not 18 2761 2892 3014 31:45 32:88 3605 4639 5914 76:30 18 11.70 13:71 16.05 19.10 23.09 28.81 36.00 46.48 59.37 
be placed in an embarrassing position 19 27:52 28.66 29.88 31.19 32.62 35.80 45.87 5850 75.61 19 11.65 13.63 15.95 18.97 22.99 28.57 35.80 46.00 58.81 
A 20 27:22 28.37 at: 58 9% 2°34 35.54 45.28 57.80 a 20 11.69 13.63 5.97 97 23.04 28.55 5.88 45.81 58.62 
with prospects with whom they had al- SEIT a 10 Year Summary 
ready discussed additional insurance. 10 Yrs. ae 362.70 376.80 331. 79 407.50 424.60 461.80 578.40 740.00 966.69 10 Yrs. Prems. 174.50 195.64 222.76 257.80 303.86 365.40 449.40 564.98 725.66 
* : rs. v'ds. i x i el 8 é : a 2.26 rs. v'ds. 5 é E 2 : A 
The guaranteed retirement income and 0 yrs. "32 312.23 325.94 340.49 356.30 390.73 "06 651.19 854.34! 10 Yrs. NET... 125.02 144.20 180.91 202.86 245 64 301.89 378.93 486.65 635.66 
retirement income endowment rates were Av:Net_Payt..._ 29.93 31.22 32.59 34.05 35.63 39.07 50.01__65.12__ 85.43 | Av. Net Payt.. 12.50 14.42 16.99 20.29 24.56 30.19 37.89 48.67 63.57 
. : 0 Yr 2 62 212, 227.21 242.69 282.50 522.10 359.43 |10 yr Cash Vi : ; 6 2 A ; 42 913. : 
increased and at the same time the cash 10 ¥r. Cost. . 10204 10761 113.88 12090 129.09 148:04 21756 329.09 494°91/10 Yr. Cost... 5833 60.67 6530 7243 8402 10511 14451 212.97 32°86 
value at maturity is increased Average Cost... 10.20 10.76 11.39 12.09 12.91 14.80 21.76 32.91 49.49, Average Cost... ‘836.07 «6.53 7.24 = 8.40 10.51 14.45 21.30 32.29 
3 8 ; 4 ‘ 20 Year Summary 20 ¥ Ss 
Atlantic Life will not issue retirement 20 yrs. Prems. 725.40 753.60 783.40 815.00 849.20 923.60 1156.80 1480.00 1933.20 20 Yrs, Prems. 358.80 401.74 456.36 526.90 619-46 743.50 912.90 1145.88 1469.16 
income endowments or guaranteed re- 20 ¥! Divids. 146.22 149.05 151.94 155.03 158.35 165.59 187.52 | 222.48 '20 Yrs. Divds. 114.19 117.99 122.34 129.01 138.18 150.11 188.66 224.07 
: I guara 20 Yrs. NET... 579.18 604.53 631.46 659-97 690.85 758.01 969.28 1257.52 1637. 77 | 30 ¥is, NET. 24461 284-75 334.02 30780 48128 59930 74621 957.22 1245.09 
tirement income to mature prior to age Ae. Net Pa: me 30.23 a 57__ 33.00 7.90 48.46 62.88 81.89 Av. ite Fa t.”_ "12:23 14:19 16.70 19.89 24.06 _29.67__37.31__47.86 62.25 
4 7° ° ° : . T Cas. i . . 5 5 . 
60. Neither will Atlantic Life issue to 20 Yr. Cost... 149.43 163120 318.56 195.60 21512 259.97 418.09 65040 964.74 20 Yr. Gost... S819 59:57 64.16 76.27 103.49 157.60 253.71 411.61 643.4 1 
mature in less than 15 years any endow- Average Cost____7.47 8.93 9.78 10.76 13.00 __ 20.90 32.52 48.24 Average Cost... 2.94 2.98 3.21 3.81 5.17 7.88_ 12.69 20.58 32.17 


XUM 





-— 4 


louie? 


‘0 
nN. 


TNE Ne OO WOO 


OO SE BN 8 tes GU GS GD 


XUM 


January 9, 1942 


LIFE INSURANCE EDITION 17 














the new policies. Interest on policy 
loans is 5 percent. 

The new endowment-annuity form 
provides $500 insurance or cash value, if 
greater, prior to maturity. At age 50, 55, 
60 or 65, a monthly life income of $10 is 
guaranteed for 100 months. Maturity 
cash values for males are: Age 50, $1,- 
956; age 55, $1,776; age 60, $1,595; age 
65, $1,422. For females: Age 50, $2,130; 
age 55, $1,956; age 60, $1,776; age 65, 
$1,595. 

The life expectancy policy is changed 
to provide that in event of disability at 
time of conversion, the policy automati- 
cally converts to an endowment at age 
85 with premiums on the new policy 
being waived during continued disability. 
This necessitated an increase in the 
waiver of premium rate. 

The new premium rates per $500 fol- 


S>Pd Pre SP rey Pre kere TPP 
SRSS CNSS eNss CNSS sHss onss 
—O 3a Sessa -eora 5sera-0ora gore 
Pan Bak’ Pak Bet’ Pak” Bak 
“e 8G “¢*¢ "a *@ 
Age $ $ $ $ $ $ 
15 26.51 28.71 20.27 22.02 15.92 17.24 
20 32.76 35.56 24.45 26.66 18.82 20.44 
21 34.26 37.21 25.44 27.76 19.49 21.18 
22 35.86 38.96 26.49 28.92 20.18 21.95 
23 37.55 40.83 27.59 30.15 20.92 22.77 
24 39.36 42.82 28.77 31.45 21.69 23.63 
25 41.29 44.95 30.02 32.84 22.51 24.55 
26 43.36 47.24 31.35 34.32 23.37 25.52 
27 45.60 49.70 32.77 35.89 24.29 26.55 
28 48.01 52.87 34.29 37.58 25.27 27.65 
29° 50.63 55.25 35.91 39.38 26.31 28.82 
30 53.47 58.38 37.65 41.31 27.42 30.07 
31 56.64 61.85 39.51 43.38 28.61 31.41 
32 60.08 65.62 41.52 45.62 29.89 32.84 
33 63.83 69.73 43.70 48.04 31.26 34.37 
34 67.90 74.19 46.06 50.67 32.72 36.01 
35 73.32 79.05 48.63 53.52 34.29 37.76 
36 77.06 84.28 51.49 56.70 35.97 39.64 
37 82.36 90.12 54.60 60.15 37.78 41.66 
38 88.37 96.75 57.98 63.90 39.74 43.85 
39 95.27 104.36 61.65 67.98 41.86 46.23 
40 103.24 113.15 65.63 72.41 44.17 48.81 
41 112.46 123.381 69.90 77.16 46.73 51.69 
42 123.23 135.16 74.65 82.46 49.51 54.81 
43 135.82 149.01 80.05 88.47 52.53 58.20 
44 150.56 165.18 86.25 95.37 55.82 61.88 
45 167.74 184.01 93.40 103.34 59.38 65.87 
46 cece sesce 101.68 112.56 63.21 70.14 
WE Ceeicine aims 111.35 123.32 67.47 74.90 
tere rere 122.67 135.92 72.31 80.30 
Merete Vaso 135.92 150.66 77.86 86.50 
DO Seces 6 veewe 151.37 167.84 84.26 93.65 
FOE, .felsine, axerise “seach 91.66 101.93 
er cieiniete) “Wicteeia™ berate) Sate ear 100.28 111.59 


122.14 136.15 
135.86 151.59 


Wis. National, Now on 3% 
Basis, Revises Rates 


Wisconsin National Life has changed 
over from the American experience table 
with interest at 314 percent to 3 percent. 
This necessitated an increase in premium 
rates and non-forfeiture values. The 
whole life cash refund and the minimum 
cost policies have been discontinued. The 


new rates follow: 
Premium Rates ee 
0 





Spee. End. Mod. Pay 10 Ine 

Ord. Age Life End. Year End 
Age _ “ = ? — : 
BO aie aceuces BZ5S osc SSO see Eteas 
15 -13.05 13.81 11.34 23.91 8.12 19.73 
20 .14.4 5.34 12.39 25.71 8.38 22.88 
25 -16.20 17.27 13.88 27.83 8.75 27.01 
3 -18.63 19.72 15.62 30.36 9.28 32.89 
35 -21.76 22.89 18.17 33.40 10.20 40.34 
40 .- 25.87 27.06 21.25 37.13 11.88 51.04 
45 .- 31.85 32.64 25.83 41.87 15.58 67.38 
50 ..39.77 40.63 32.56 48.08 21.58 95.46 
55 49.86 51.40 41.04 56.52 29.88 .... 
( (eae: GE-GS 0:63 GROG cess 
er ee 86.49 ea 





Security Mutual of New York 
Issuing Two New Contracts 


Two new contracts, the low rate Se- 
curity special ordinary life and a highly 
flexible family income rider providing 
$10, $15, $20 or $25 monthly income 
benefits, are announced by Security Mu- 
tual Life of Binghamton. 

The Security special ordinary life, a 
3 percent contract, at age 35 calls for 
a premium of $23.86 and has a 20th 
year cash value of $327. Issued in 
amounts of $5,000 and over, it is avail- 
able to preferred risks, both men and 
women, ages 20 to 55 inclusive. The 
contract was released Jan. 3, the 55th 
anniversary of the date the company 
began sales operations. 

Coincident with announcement of the 
new flexible family income rider, the 
company also announced reduced rates 


on the conventional form of rider which 
calls for $7.94 monthly income benefit 
plus $2.06 interest on the basic policy 
proceeds, for a total of $10. 

The new rider benefits are in addi- 
tion to basic policy proceeds and the 
amount of income which may be pur- 
chased is dependent on the basic plan 
of insurance to which the rider is at- 
tached. On term to 65 and the modified 
life contracts, for example, $10 monthly 
income benefit is the largest purchas- 
able, whereas on certain retirement in- 
come contracts and the 20-year endow- 
ment, $25 income is available. 

All family income riders are restricted 
to level premium forms of basic con- 
tracts. They are issued from age 20 
to 55 inclusive. Coverage is for 20 
years, except that at age 46 at issue 
and over, coverage ceases at age 65. 


Columbus Mutual Revises 
Retirement Annuity 


Columbus Mutual put in effect a re- 
duced income purchased by $100 of an- 
nual premium under the retirement an- 
nuity contract. 

Incomes are available at any attained 
age, 50 to 70, under three plans, These 
are life annuity, no refund; life with 120 
months guaranteed; and refund annuity. 

No change was made in single pre- 
mium immediate annuities. Incomes at 
age 65 per $100 of annual premium, male 
and female, are: 





Life 120 Months 
Annuity Certain Refund 

‘e- e- Fe- 
Age Male male Male male Male male 
We 6a 73.35 63.16 66.29 59.33 61.35 54.89 
20......55.24 47.56 49.92 44.68 46.20 41.33 
30......37.08 381.93 33.51 29.99 31.01 27.75 
Oke oc acs 29.56 25.45 26.71 23.91 24.72 22.12 
40.. ..22.91 19.73 20.70 18.53 19.16 17.14 
| ee 17.03 14.66 15.39 13.77 14.24 12.74 
Ble sarees 11.83 10.19 10.69 9.57 -89 8.85 
eras. xace 7.23 6.23 6.54 5.85 6.05 5.41 
CC eee 3.28 2.82 2.96 2.65 2.74 2.45 
Shenandoah Life Revises 


Dividends for First Time 


Shenandoah Life is making its first 
dividend scale change since it launched 
its participating department in 1933. Al- 
though total dividends payable will be 
about 30 percent more than those paid 
in 1941, decreases in certain ages and 
durations have been made, tending to 
show a slight decrease in the schedule as 


a whole. The new schedule follows: 
Preferred Risk Ord. Life 
Dividend End of Total 
1st 5th 10th 20th for 20 
Age Prem. Year Year Year Year Years 
20....$15.33 $1.28 $1.69 $2.42 $4.73 $53.68 
25.... 17.25 1.40 1.84 2.60 5.04 57.63 
35.... 22.89 1.66 2.14 2.98 5.67 65.84 
45 32.79 1.78 2.29 3.18 6.01 70.03 
55.... 51.25 2.52 3.11 4.15 17.4 90.69 
65 87.02 5.05 5.79 7.09 11.23 151.31 
Endowment Age 85 
20.... 17.14 1.52 2.07 3.04 6.13 67.93 
25.... 19.28 1.75 2.32 3.30 6.46 73.34 
35.... 25.64 2.27 2.89 3.96 7.40 87.16 
45.... 36.82 3.22 3.91 5.13 9.01 111.53 
55.... 57.84 5.50 6.40 7.96 12.96 170.72 
65 . 99.65 9.39 10.47 12.35 18.35 260.73 
20-Pay. Endowment Age 85 
20.. 26.12 2.46 3.06 4.10 7.43 89.66 
25.... 28.48 2.55 3.18 4.28 7.78 93.57 
35.... 34.90 2.88 3.58 4.80 8.71 105.06 
45.... 45.08 3.52 4.31 5.70 10.12 124.12 
BO.... GE 5.50 6.41 7.99 13.05 171.46 
65 99.65 9.39 10.47 12.35 18.35 260.73 
20-Year Endowment 

20.... 45.60 2.58 3.27 4.46 8.29 98.08 
25.... 46.28 2.76 3.46 4.68 8.57 102.49 
35 48.47 3.41 4.12 5.35 9.30 116.14 
45.... 53.53 4.37 5.10 6.39 10.49 137.22 
55 66.66 6.67 7.41 8.69 12.80 183.30 
65 99.65 9.39 10.47 12.35 18.35 260.73 


Midland Mutual Revision 
on Certain Policies 


The January 1 rate book of Midland 
Mutual covers a premium increase for 
the paid-up life at 85 contract; increased 
rates for single premium life and endow- 
ments; reduced cash values and income 
per $100 of annual premium under the 
personal life income policy, and the ad- 
dition of a 15 year and 20 year non- 
renewable term. 

The 1942 dividend schedule, applicable 
to policies issued since January, 1938, 

(CONTINUED ON PAGE 20) 
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~ LIFE AGENCY CHANGES 





McCarthy General Agent 
at South Bend, Ind. 


Thomas E, McCarthy, district man- 
ager of the Edmund E. Lamb general 
agency of Columbian National life in 
Chicago, has been appointed general 
agent by that company in South Bend, 
Ind., and has taken up his residence 
there. He succeeded to the agency for- 
merly conducted for many years by 
Louis J. Rosenberg, who died about 
four years ago. Since then Zirkle Blair 
has been in charge of the agency. Mr. 
Blair has gone to Boston where he con- 
tinues to represent Columbian National. 

Mr. McCarthy has been with the 
Lamb agency for 11 years ever since 
it was opened. Previously he was an 
employe in the city hall at Chicago. 
His production in the Lamb agency for 
the last four years has averaged more 
than $250,000 annually. 


Sam McGaw to Union Central 


B. W. Arnold, Nashville manager of 
Union Central Life, has appointed Sam 
M. McGaw as associate manager. Mr. 
McGaw, who is president of the Nash- 
ville Association of Life Underwriters, 
has been with Connecticut Mutual. 








Hunken Becomes Partner 
in Zimmerman Agency 








HENRY C. HUNKEN 


Henry C. Hunken, associate general 
agent of the C. J. Zimmerman general 
agency of Connecticut Mutual Life in 
Chicago for the last 18 months, has 
been made a full partner with Mr. Zim- 
merman. The agency retains its iden- 
tity as the C. J. Zimmerman agency. 

Mr. Hunken entered the life insur- 
ance business with Mr. Zimmerman in 
1929 when the latter was supervisor of 
the Fraser agency in New York. In 
1933, while Mr. Zimmerman was gen- 
eral agent at Newark, Mr. Hunken 
became his brokerage manager. Mr. 
Hunken was appointed general agent 
by Connecticut Mutual at Springfield, 
Mass., in 1936. In August, 1940, after 
W. H. Siegmund left Mr. Zimmerman 
as assistant to become general agent of 
Connecticut Mutual at Los Angeles, 
Mr. Hunken gave up his general agency 
and rejoined Mr. Zimmerman as asso- 
ciate general agent and brokerage man- 
ager. 

He will continue to direct the brok- 
erage department, in addition to assist- 
ing Mr. Zimmerman in recruiting and 
training full-time agents. 

At Springfield, Mass., Mr. Hunken 
was past president of the General 
Agents & Managers Association and 
was first vice-president of the Spring- 
field Association of Life Underwriters. 


Heil Retires in Louisville: 
E. A. Trask, Jr., Is Successor 


John H. Heil, general agent of Bank- 
ers Life of Des Moines in Louisville, 
since 1919, retired as general agent, on 
his 70th birthday. The announcement 
was made at a luncheon arranged in his 
honor by the office force and agents in 
Louisville and from over the state. 

Edward A. Trask, Jr., of Huntington, 
W. Va., who succeeded Mr. Heil Jan. 1, 
was introduced to the organization. 

Superintendent of Agencies M. E. 
Lewis represented the home office. Mr. 
Trask, who has been one of the out- 
standing members of the P. M. Haynes 
agency at Huntington, entered life in- 
surance with Bankers Life in 1930, 
after several years in the automobile 
and electric appliance fields. He has 
qualified for the President’s Premier 
Club in five of the past six years and 
was one of the vice-presidents of that 
club last year. 

Mr. Heil has been with Bankers Life 
for 25 years and has been an important 
factor in the development of the com- 
pany’s business in his state. He started 
as a salesman in the Chicago agency 
in 1916 and a little over two years later 
was appointed manager in Louisville. 


Bankers Life Los Angeles 
Manager Has Retired 


J. G. Butterbaugh, Los Angeles mam- 
ager of Bankers Life of Des Moines, has 
resigned because of ill health. He com- 
pleted 27 years with Bankers Life last 
August. He started in 1914 in Albu- 
querque, N. M. For the next 18 years, 
most of which were spent in Indiana, he 
ranked as one of the company’s leading 
producers, winning frequent membership 
in the old Gold Medal Club and the 
President’s Premier Club. 

He was appointed manager in Colum- 
bus, O., in 1930 and a year later became 
assistant superintendent of agencies. 
Following a year in that position, in 
which he worked closely with agencies 
in the east, he was engaged in home 
office agency work. He went to Los 
Angeles in 1935 to take over direction 
of that agency and was appointed 
agency manager in 1936. 








Metropolitan Transfers 
Culpepper to Savannah 


Milton O. Culpepper, formerly man- 
ager at Staunton, Va., for Metropolitan 
Life, has been transferred to Savannah, 
Ga. He succeeds M. S. Herndon, re- 
tired. Mr. Culpepper joined Metropoli- 
tan in 1925 at Portsmouth, Va. In 1931 
he was appointed manager at Gastonia, 
N. C., and then Staunton. 


T. H. Shay Succeeds Cawley 


SAN FRANCISCO—T. Harold Shay 
has been appointed district manager 
here for John Hancock Mutual, succeed- 
ing Anthony J. Cawley, who was re- 
ently advanced to Pacific Coast regional 
district manager. Mr. Shay has been 
assistant manager of the Huntington 
Park district for 12 years. 








Holder Made District Manager 


John D. Holder of Sparta, Tenn., has 
been appointed district manager by La- 
mar Life. Mr. Holder began his life 
insurance career with Lamar but for 
the past few years has been with Ameri- 
can United. 


Sibul Indiana General Agent 


Melvin R. Sibul, well known golf pro- 
fessional, who has made an enviable 
record for personal production for the 
Kentucky Home Mutual Life in Cin- 
cinnati for the past six months, has 
been appointed general agent for In- 
diana with headquarters at 607 Mer- 
chants Bank Building in Indianapolis. 








Mr. Sibul has anne aptitude as a su- 
pervisor and teacher and will train new 
men as well as give time to personal 
production. 





Carter Is Springfield Manager 


Robert F. Carter has been appointed 
agency manager of Ohio State Life at 
Springfield, Ill., with offices at 712 My- 
ers building. Upon leaving the Univer- 
sity of Illinois in 1923, he went with the 
old Abraham Lincoln Life. Later he 
was with Provident Mutual and Union 
Central. He has a fine production rec- 
ord. Mrs. Carter before her marriage 
was in the home office of Franklin Life. 





T. J. McAndrew, superintendent of the 
Taunton district of Boston Mutual Life, 
has been promoted to superintendent of 
the Fall River district to succeed T. A. 
Cahill, who died a few weeks ago. Mr. 
McAndrew has been with Boston Mutual 
nearly 26 years. 


MANAGERS 


Spokane Managers Club 
Elects Thompson President 


The General Agents & Managers Life 
Insurance Club of Spokane at its annual 
meeting elected T. A. L. Thompson, 
Oregon Mutual Life, as president; Grant 
McGlade, California-Western States, 
vice-president; Ed M. Wolfe, Prudential 
ordinary department,  secretary-treas- 
urer; F. L. South, Sun Life of Canada, 
and Joy Williams, Lincoln National, di- 
rectors. The club has had a successful 
season, membership being on a good ba- 
sis and 95 percent of managers and gen- 
eral agents having paid their dues and 
been in good standing in the year. Mr. 
McGlade has been secretary-treasurer 
for the last year. 














Elect in Wichita Jan. 12 


The Wichita Managers & General 
Agents Association will elect Jan. 12. O. 
Lynn Smith, Connecticut Mutual, is 
chairman of the nominating committee. 
Retiring officers are John J. McLean, 
Union Central, president, and W. E. 
Moore, Pacific Mutual, secretary. 





Bobst Heads Boston Managers 


The Boston General Agents & Life 
Managers Association has elected Frank 
T. Bobst, John MHancock, _ president. 
Other officers elected were: Vice- -presi- 
dent, Fitzhugh Traylor, Equitable So- 


ciety; treasurer, Merle G. Summers, 
New England Mutual Life; secretary, 
Leonard T. Smith, Prudential; new di- 
rectors, Joshua B. Clark, State Mutual; 
Ralph Harney, Columbian National; 
Ralph Sanborn, Connecticut Mutual; 
Lester von Thurn, John C. Paige & Co.; 
James M. Woodhouse, Union Central. 





Talk on Nervous Breakdowns 


At the December meeting of the Utah 
Life Managers in Salt Lake City Dr. C. 
E. Barrett, nerve specialist, outlined 
causes leading up to so-called nervous 
breakdowns, and the filing of claims by 
those thus afflicted for permanent and 
total disability indemnity. The picture 
he drew of people who would be affected 
by war news was not a very encouraging 
one, 





Honor Toledo Leading Producers 


TOLEDO, O.—The Toledo Life 
Managers Association held its first an- 
nual banquet honoring the two leading 
salesmen in each of the city’s life agen- 
cies. F. P. O’Connor, assistant super- 
intendent of insurance, and Capt. John 
D. Craig, hunter and explorer, were 
principal speakers. Leaders from 28 
agencies were honored. 








W. N. Watson to Talk in Newark 


Wallace N. Watson, Boston general 
agent of Connecticut Mutual Life, will 
speak at the dinner-meeting of the newly 
organized Newark Trust Council Jan. 21 
on “Better Understanding Between Life 
Underwriters and Trust Officers.” Mr. 
Watson is a charter member of the Bos- 
ton Trust Council, the first of its kind in 
the country and he plans to outline the 
necessity of such an organization in 
Newark. 

Officers will be elected and constitu- 
tion and by-laws adopted. John E. 
Clayton, general agent Massachusetts 
Mutual Life, and Fred Fern, general 
agent National Life of Vermont, are 
the prime movers in the new organiza- 
tion. 





Travelers Cashiers’ Changes 
CINCINNATI.—W. E. Madison, as- 


sistant cashier of Travelers in Cincin- 
nati for the past six years, is moving to 
the Houston branch. Drew Armstrong, 
from the St, Louis office, will be the 
new assistant cashier at Cincinnati. 





Karl Ljung’s New Title 


Karl Ljung, who has been superinten- 
dent of agencies of Jefferson Standard 
Life, has been promoted to assistant 
agency manager. 
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GENERAL AGENCY NEWS 





Commons Wins Gold Cup 
at Royer Agency Meeting 


The James M, Royer agency of Penn 
Mutual in Chicago held its annual 
meeting at Edgewater Beach hotel. C. 
A. Johnson, agency supervisor, was 
chairman of the morning session and 
Mr. Royer chairman in the afternoon 
session. E. Paul Huttinger, vice-presi- 
dent, was on from the home office and 
gave an inspirational message on | 
Forgotten Word—Duty. 

Mr. Royer reported a three leaders 
in paid life volume were Robert Lotz, 
Glenn D. Commons and Al Greene. For 
the first 11 months the agency ranked 
higher on the company production 
honor roll than in any other previous 
11 months since Mr. Royer became 
general agent. December paid volume 
was large and forwarded business vol- 
ume was greater than at any time un- 
de: Mr. Royer’s direction. 

The general theme was to pay for 
one more case each month in 1942 
acainst the same month in 1941. Six 
new members of the agency presented 
ideas which were working for them. 
Sixty agents and their wives attended 
tlie banquet at which Mr. Royer pre- 
sented a gold cup to Mr. Commons, 
“underwriter of the year.” The basis 
of the award was proficiency in 10 fac- 
tors: Paid volume, paid cases, average 
premium per $1,000, average numerical 
rating, declined cases, first year lapses, 
consecutive weekly »production, agency 
meetings, leaders and five star clubs, 
new agents. The 10 highest ranking 
agents for each factor received from 
one to 10 points, depending on rank. 
The agents competed for the gold cup 
throughout the year. 





Cincinnati Agencies Forge 
Ahead in December 


CINCINNATI.—Agencies here had a 
rush of business in December, much im- 
proving the record for the year. 

The Judd C. Benson agency of Union 
Central more than doubled its business 
in December and scored a 12 percent 
gain for the year by paying for over 
$7,000,000 in 1941. Sis Hoffman, promi- 
nent member of the agency and only 
woman member of the Million Dollar 
Round Table, again wrote over a mil- 
lion in 1941. The agency’s leader in 
premium income for 1941 was G. B. 
Hollister, and C. F. Slavosky led in 
number of lives. 

The December business of the J, D. 
Grannis agency of Penn Mutual was 
four times that of last year, and 
amounted to well over one million in 
this boom month. The agency’s written 
business for the year exceeded 1940 by 
38 percent. 

The W. J. Mack agency of North- 
western Mutual submitted over $3,500,- 
000 of written business in December 
which amount usually represents about 
seven month’s business for the agency. 
Because of the rush of business at the 
home office, no detailed or exact figures 
are yet available. 





Zimmerman Agency Takes 
Second Position in Sales 


The Zimmerman agency of Connecti- 
cut Mutual in Chicago was second in 
paid business country-wide last year in 
that company for the second successive 
year. When Mr. Zimmerman took 
charge the agency was in 45th place. 

An all-day sales congress was held, 
followed by a dinner at which V. B. 
Coffin, vice-president and superintend- 
ent of agencies, was the chief speaker. 

Mr. Zimmerman presented awards to 
agency leaders. B. G. Blair again was 
top man. F. G. Reed won for consecu- 
tive weekly production; K. B. Hollow- 
ell, senior leader; J. Sommerfeld, 


junior leader; W. S. Allen, Jr., sopho- 
more leader; Alan Schwartz, freshman 
leader; Irene A. Kenefick, direct mail, 
and M. K. Solon, marked improvement 
Over previous year. 





J-App Contest for Harrold Agency 


Members of Verlin J. MHarrold’s 
northern Indiana agency of Lincoln 
National Life are out after J-apps in 
January. The contest to overthrow 
“the treachery of thriftlessness, the 
bombings of careless investments, and 
the cruel sabotage of fate” is in full 
swing. Slogan is “Keep Them Buy- 
ing.” Rewards for the largest number 
of J-apps are being made in defense 
stamps. 


Merrifield Agency Honors Leaders 


The Merrifield agency of Connecticut 
Mutua! Life in Portland, Ore., at its an- 
nual meeting awarded R. E. Shannahan, 
district manager at McMinnville, the 

“most valuable associate” plaque. He 
is the agency leader in paid business for 
the year. C. P. Williams, district man- 
ager at Eugene, and F. G. Jones of 
Portland also were honored for individ- 
ual achievements. Mr. Merrifield spoke 
on “Review of ’41 and Preview of ’42.” 

W. E. Lockwood, associate general 

agent in charge of brokerage depart- 


ment for the past two years, will devote 
full time to agency activity hereafter. 





New Wyo. Office Restricted at First 


Because of the problems in starting a 
branch office, it will be several months 
before the new Wyoming branch office 
of New York Life in Cheyenne with J. 
Paul Monson as agency director, will be 
collecting renewal premiums. It will 
handle temporarily only first year busi- 
ness and the facilities for collecting re- 
newal premiums will be developed. 





Decatur Agency Honors Veteran 


In commemoration of his 30th anni- 
versary with Bankers Life of Iowa, 
the C. C. Clouse agency, Decatur, IIL, 
is honoring W. Bald in January, 
dedicating production to the veteran 
agent. Mr. Bald was presented an at- 
tractive leather book, containing letters 
of congratulations from many home of- 
fice executives. 





Anniversary of Tri-State Agency 
Adam E. Littig of Davenport, Ia., ad- 
dressed the Tri-State Agency of Na- 
tional Life of Vermont, Memphis, Tenn., 
at a banquet on its second anniversary. 
Clyde R. Welman is general agent. 





The annual meeting of the Kansas 
agency of Penn Mutual under the direc- 
tion of General Agent Paul Jernigan 
was held in Wichita, Jan. 3 
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Honor Witherspoon 
in Atlanta, Jan. 22 


ATLANTA—John A. Witherspoon, 
president National Association of Life 
Underwriters, who will be in Atlanta 
Jan. 22 for the Georgia sales congress, 
will be the central figure at a special 
breakast session. Officers, directors and 
committeemen of the Atlanta Life Under- 
writers Association, Georgia Leaders 
Round Table and Atlanta Life Managers 
Club will participate. 


Leaders Executive Session 


Following the breakfast, and before 
the sales congress, the Leaders Round 
Table will hold its annual executive ses- 
sion for the election of officers, and 
President Witherspoon will hold a short 
conference on association matters with 
the Georgia association men. 

Walter Rountree, Pacific Mutual, is 


chairman of arrangements, will preside at 
the sales congress. W. Stanton Hale, 
manager Fidelity Mutual and president 
Atlanta Life Underwriters Association, 
will give an address of welcome, and T. 
M. Fowler, Columbus manager of Met- 
ropolitan Life and president of the Geor- 
gia association, will formally open the 
congress, which is sponsored by the state 
association. 


Speakers for Congress 


Speakers will be Dewey Mason, Aetna 
Life, Syracuse, N. Y., Mr. Witherspoon, 
Paul Dobson, Northwestern National, 
Minneapolis, and Paul Speicher, R. & 
R. Service. A luncheon will be given by 
the Retail Credit Company. 

Also after the luncheon gold insignia 
pins will be presented to the members of 
the Georgia Leaders Round Table by N. 
Baxter Maddox, vice-president and trust 
officer of the First National Bank. The 
pins are the gift of the bank. Mr. Mad- 
dox formerly was general agent of Con- 


necticut Mutual, and has been a leader in 
local, state and National association af- 
fairs. 





Short Course to Be Held 
at Iowa State College 


DES MOINES—Plans for holding a 
short course at Iowa State College 
along the line of the so-called Purdue 
short course are announced by Max 
Kissick of Mason City, president Iowa 
Association of Life Underwriters. Mr. 
Kissick said the executive committee 
had met here and in Ames to make ar- 
rangements with officials of the college 
and the first week in August, has been 
set as the tentative date. Approval of 
the short course idea was given by the 
state association at its annual meeting 
in Cedar Rapids. 

The facilities of Iowa State College 
will be open to short course enrollees 
and dormitory arrangements will be in- 
cluded, so that they may stay on the 
campus. 


Change Minn. Mid-Year Date 


ST. PAUL—The date of the mid- 
year sales congress of the Minnesota 
Association of Life Underwriters has 
been changed from the last week in 
January to Feb. 23, it is announced by 
Hiram Moore, program co-chairman. 

Speakers will include John A. With- 
erspoon, president National association; 
John D. Moynahan, Chicago, president 
American Society of Chartered Life 
Underwriters; Julian Farwell, agency 
sales instructor, Metropolitan Life, and 
Commissioner Johnson of Minnesota. 
Other speakers are to be announced. 

Sessions will be at the Lowry hotel, 
St. Paul. 








Peru, Ill—Charles R. Corcoran, field 
assistant of Manhattan Life in charge of 
the Chicago branch office, addressed the 
La Salle county association on ‘Possible 
influence of war clauses, increased in- 
come taxes, and the sale of defense 
bonds on the sale of life insurance.” He 
said just as government war risk in- 
surance in the first world war caused 
private life insurance sales to boom so 
will there be a stimulus this time. The 
outlook is most encouraging. Mr. Cor- 
coran feels the increase in sales which 
began in December with the outbreak of 
the war will continue for much of this 
year. 

Wichita—The regular meeting was 
postponed from Jan. 3 to Jan. 10 to avoid 
holiday conflicts and agency meetings at 
the start of the vear. A. R. Jaqua, asso- 
ciate editor of Diamond Life Bulletins, 
will speak Jan. 31 and C. T. Davies, re- 
tired capitalist and author of the book, 
“Why I Bought Life Insurance,” at the 
February meeting. Mr. Davies also will 
talk to the Tulsa and Oklahoma City 
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Mr. Jaqua is on the pro- 
Oklahoma sales congress the 
January. 

Boston — B. A. Schauer of Pittsburgh 
will speak Jan. 15 on “Unusual Oppor- 
tunities in Unusual Times.” 

Springfield, Mass.—A. H. Dalzell, John 
Hancock Mutual Life, Boston, spoke on 
“Selling the Streamlined Buyer.” 

Pittsburgh — R. Maxwell Stephenson, 
National Life, president of the Pitts- 
burgh Life Underwriters Association, is 
making appearances before three 
branches of the Pittsburgh association. 
He appeared at a dinner meeting of the 
Beaver Valley branch at Aliquippa, 
Thursday. He will make an appearance 
at a dinner meeting at Washington, Pa., 
next Wednesday and at Butler at a 
luncheon meeting Jan. 16. 


associations. 
gram of the 
last week in 


* J. Johnson, 





Indianapolis, Ind. 
president Institute of Life Insurance, 
will speak at a joint meeting with the 
Indianapolis chamber of commerce 
Jan. 21. 


Springfield, 111.—A. E. McKeough, Chi- 
cago manager of Occidental Life and 


Illinois association, 
meeting Jan. 8. 
Il.—William 


president of the 
spoke at a dinner 

Jacksonville, 
president, was honored for 25 years’ 
service with Prudential. He was pre- 
sented a billfold and his wife a bouquet. 
Earland Logue, assistant superintendent 
of Prudential in Jacksonville, and other 
Prudential men_ spoke. R. L. Dumas 
handled arrangements. H. A. William- 
Association of 


Roberts, 


son, president Illinois 
Funeral Directors, made the main ad- 
dress, paying tribute to Mr. Roberts. A. 


A. Hoffman, district manager of Pruden- 


tial, Springfield, was a guest. This was 
“ladies’ night,” the program following 
dinner. 

Dallas—A quiz program with R. B. 


Great National Life, as master 
of ceremonies, will feature the meeting 
Jan. 16. A panel of experts, arranged by 
c. E. Seay, Southland Life, program 
chairman, will answer questions on life 
insurance selling problems. The panel 
will include J. L. Burke, Travelers; W. 
A. Waldman, State Mutual; Raymond 
Campbell, Jr., Connecticut Mutual; D. 
Frank Carden, Southwestern Life, and 
Miss Hazel Roberts, Pacific Mutual. 
Campbell Green, Southwestern Life, is 
in charge of arrangements and J. P. 
Costello, Southwestern Life, president, 
will preside. 

A rally of all Dallas life insurance in- 
terests Jan. 13 has been called to step 
up cooperation in sale of defense bonds 
and stamps. 

Amarillo—Under the leadership of G. 
W. Mills, chairman of the war bond com- 
mittee, 48 have agreed to devote at least 
one day per month exclusively to this 
defense’ effort. It is expected that 
future monthly sales under the plans in- 
stalled will average at least $5,000. 

Northern New Jersey—E. L. Reiley, 
C.L.U., New York City general agent of 
Penn Mutual Life, and C. P. Dawson, 
general agent there of New England Mu- 
tual Life, will be the lecturers Jan. 15 in 
the advanced salesmanship school. Mr. 
Reiley will speak on “Proving the Case 
for Life Insurance,” and Mr. Dawson on 
“Persuading the Prospect to Act.” 

San Francisco—How to convince the 
prospect who objects “because of the 
war clause” was discussed at a luncheon 
meeting of the women’s division. Dis- 
cussion leaders were Katherine Pickett, 
Provident Mutual Life; Dora Olinsky, 
Equitable Society, and Maude Brillhart. 
Practical ideas on approaches were pre- 


Shields, 


ess UNDERWRITER 


Benefit Deanna Head 
Scheduled in Chicago 
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manager of the 


Robert J. Lawthers, 
New England 


benefit department of 
Mutual Life, will 
address the lunch- 
eon meeting Jan. 
15 of the Chicago 
Life Insurance & 
Trust Council on 
“Problems in 
Business Purchase 
Agreements.” 

Mr. Lawthers 
has been with New 
England Mutual 22 
years. He assists 
agents and_attor- 
neys for clients in 
connection with Hed: 
problems of estab- 
lishing trusts of various sorts, including 
purchase agreements and pension trusts. 
He also is chief adviser in tax prob- 
lems relating to insurance or insurance 
trust agreements. He is much in de- 
mand as a convention speaker and a 
favorite at educational meetings. 

E. B. Thurman is program chairman 
and R. D. Cameron is president. 





Lawthers 








sented by Edith Lewis, New York Life; 
Genevieve F. Macliver, Equitable So- 
ciety, and Trissie Miller, Aetna Life. 

Mary Bradley, California-Western 
States Life, presented an original skit 
on what not to do, or “The Perfect Ap- 
proach in Reverse English.” 


Financed: Makes 
Review and Forecast 


President L. D. Cavanaugh of Federal 
Life has issued a statement at the turn 
of the year in which he remarks that 
during 1941 the life insurance business 
reached its all time peak in volume of 
business in force and in assets. The 
business, he points out, faced problems 
of the first magnitude during the year. 
The pressure of low interest rates con- 
tinued to be severe and a number of 
companies, he points out, decided to 
adopt a lower interest basis for the com- 
putation of premium rates and reserves 
which will mean a rather general in- 
crease in the cost of life insurance to 
future purchasers. 

The trend insofar as war clauses is 
concerned seems to be to attach them 
to policies issued at all ages and to both 
men and women. The primary responsi- 
bility, he observed, on the part of the 
companies is to protect and conserve 
the interests of those who throughout 
the past years have entrusted their funds 
and savings to life company manage- 
ment. The war risk has a very high 
element of speculation and it is one that 
cannot be assumed without restriction 
by legal reserve life companies, he states. 
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shows a decrease due to reduced interest. 
Premium rates and dividends for the 
paid-up life at 85 are as follows: 


OM PAGE 17) 





Div. 

Accu. 

Dividends at End of Yr. at 
Age Prem. 1 10 20 Age65 
20 $15.54 $2.92 $3. "07 $3.55 $4.38 $400.36 
25 : ey ie ) 3.39 3.79 4.69 346.18 
30 20.30 3.64 3.94 5.24 293.88 
35 23.73 3.84 4.26 6.08 245.15 
40 28.26 4.22 4.90 7.01 200.58 
45 34.35 5.00 5.93 7.74 157.93 
50 42.17 5.80 6.69 7.E 115.20 
55 52.93 6.67 7.08 8.83 76.39 
60 68.02 7.20 6.67 10.61 38.21 





The 15 and 20 year term annual pre- 
mium term rates per $1,000 and single 
premium rates per $1,000 life and endow- 
ment are shown below at quinquennial 
ages: 


Ann. Prem. -—Single Premium—\ 
15. Y¥. 20%. 25 ¥. 








15. ¥. 20:7. 

Term Term Life End. End. End. 
Age $ $ $ $ $ 
15 10.35 10.53 360.64 758.28 670.81 598.64 
20 10.73 10.99 385.16 758.89 671.92 600.44 
25 11.30 11.69 413.89 759.75 673.52 603.11 
30 12.15 12.80 447.32 761.01 675.95 607.3 
35 13.54 14.73 486.23 763.00 679.89 614.26 
40 16.01 18.09 531.16 766.35 686.66 626.08 
45 20.41 23.80 582.48 772.30 698.32 645.49 
50 27.97 .... 640.02 782.70 717.64 675.73 
55 ee 702.18 799.47 746.94 718.11 
60 WG6.13 824.5% USt8e 335% 
65 BS0.06 SEE9T cece wvese 
The sale of new life insurance appar- 


ently has not been adversely affected by 
the application of war clauses to the 
policies, he states. 

During 1941 the companies have in- 
vested generally in United States gov- 
ernment bonds even though the interest 
rate was lower than that assumed in 
the calculation of premium rates and 
values. The agents in home _ office 
organizations have volunteered to assist 


in the sale of defense bonds and the 
institution will perform an increasing 
service in financing war activities 
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The Wisconsin National helps you to 
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and attractive life agency plan with 
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come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
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through the distribution of government 
securities. 

Mr. Cavanaugh predicts that there 
will be an increase in new business in 
1942, comparable to the increase of 1941, 
and that the rate of lapsation should 
remain low, although he admits that he 
— foresee the effect of increased 


axes and increased cost of living. 
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Aid Association Reports 
Growth in Fiscal Year 


Aid Association for Lutherans had 
$222,887,414 life insurance in force, a 
gain of about $14,000,000, at the close 
of the fiscal year Sept. 30, President 
Alex. O. Benz reported. This wound 
up the society’s 39th year. New busi- 
ness totaled $20,569,872, of which $15,- 
002,296 was adult and $5,567,576 ju- 
venile. 

Assets aggregated $40,482,182, a gain 
of $4,659,542 in the fiscal year, an all 
time record. Total interest earning was 
$1,651,588, a gain of about $190,000. 
Gross income on the home office build- 
ing produced an interest earning of 7.09 
percent of the investment and net in- 
terest earning was 5.3 percent as 
against 4.54 in 1940. 

Mortality was 26 percent of expected, 
compared to 31 percent in 1940, or the 
lowest in the society’s history. Lapse 
rate in the adult department was 2.51 
percent, juvenile department 2.75 per- 
cent, or combined 2.54 percent. On new 
adult business written in the year lapse 
rate was 8.22 percent; juvenile 5.65 per- 
cent. 

Total sickness and accident benefits 
paid in the year were $60,262, a decrease. 
Cash disbursements for certificate loans 
decreased from $815,252 in 1940 to 
$769,940 in 1941. There was a_ sub- 
stantial reduction in the amount of de- 
faulted bonds and mortgages. 

President Benz reported 129 of the 
168 men in the agency staff completed 


the fraternal training course and 81 
gained the fraternal insurance counselor 
degree. 


A.O.U.W. of North Dakota 
Adopts War Clause 


A special war and aviation rider has 
been adopted by A.O.U.W. of North 
Dakota which is being attached to all 
new policies issued. 

The rider, according to the announce- 
ment by W. E. Wright, grand recorder, 
is similar to those adopted by commer- 
cial life companies. It limits liability in 
case of excluded deaths to return of 
premiums paid (exclusive of any extra 
premiums paid), plus dividend additions 
and value of any dividends held on de- 
posit, less any dividends returned and 
any indebtedness. 

Deaths excluded are those in service 
of any country at war outside the U. S. 
and District of Columbia, whether war 
is declared or undeclared, or within six 
months after termination of such serv- 
ice if death results from wounds, in- 
juries or disease contracted while in 
such service; those occurring while out- 
side the U. S. and District of Colum- 
bia in any noncombatant unit auxiliary 
to military or naval service of any 
country at war, whether declared or un- 
declared, or within six months after 
termination of service, etc.; those oc- 
curring while traveling or residing out- 
side the U. S. and D. of C., as a result 
of war, etc., or within six months after 
return to this country, and death di- 
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A red, white and blue poster featuring fraternal insurance’s contribution to home 
defense will be widely distributed during National Fraternal Life Insurance Week, 


May 4-9. 


Under the aggressive leadership of C. D. De Barry, Catholic Order of 


Foresters, the special Fraternal Week committee of the National Fraternal Congress 


is planning an extensive campaign. 


The actual posters are 10 x 13 inches in size. 


Stickers carrying the poster design will also be available for use in correspondence. 


rectly or indirectly as a result of serv- 
ice, travel or flight in, contact with or 
descent from any aircraft except as a 
fare-paying passenger in a_ licensed 
commercial airliner, etc. 





North American Union 
Revises War Clause 


North America Union is applying a 
war clause excluding only deaths due 
to military and naval aviation and to 
service outside the limits of North 
America in military or naval forces of 
the United States or any country. 
President George E. Cobb explained 
the executive committee in a_ resolu- 
tion decreed the society, except as 
qualified above, will recognize claims 
not due to an act of war even though 
death occurs while the insured is in 
military or naval forces of the United 
States. 





Fraternal Groups Gather 
in Chicago in February 


A number of fraternal meetings will 
be held in Chicago in February. The 
Fraternal Field Managers Association 
will hold a one day conference at the 
Morrison Hotel, Feb. 20. The Fraternal 
Society Law Association will meet there 
Feb. 20-21. The Illinois Fraternal Con- 
gress will hold its midwinter meeting at 
the same hotel Feb. 21. 

C. D. De Barry, Catholic Order of 
Foresters, chairman of the National 
Fraternal Life Insurance Week commit- 
tee, will hold a breakfast meeting Feb. 
20 preceding the field managers’ session. 

The Fraternal Actuarial Associ- 
ation in years past when the National 
Fraternal Congress sections held a mid- 
winter meeting in Chicago, met at the 
same time and place. This year, how- 
ever, the actuaries will meet in the 
spring at the Edgewater Hotel at the 
time of the spring meeting of the 
American Institute of Actuaries and Ac- 
tuarial Society of America. This proba- 
bly will establish a precedent. 





Maccabees Big November Total 


Maccabees’ total of $3,542,722 new 
business approved in November made the 
aggregate for the 11 months $41,906,477, 
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compared to $39,365,485 in the same 
period of 1940, or an increase of 6 per- 
cent. George Shelley, district manager 
New York, led among districts in No- 
vember with $233,750, of which $5,250 
was junior and $5,000 sickness and ac- 
cident business. Michigan, directed by 
J. B. Baker, Detroit, was leading state 
with $467,124, including $203,250 junior 
and $500 sickness and accident. U. S. 
Jenkins, Florida, was leading personal 
producer with $78,750. 


Mrs. Daniels Utah President 


SALT LAKE CITY—Mrs. Rachel B. 
Daniels, Magna, was elected president at 
the annual meeting of the Utah State 
Fraternal Congress. She succeeds R. C. 
Mansuy. Other officers elected are: W. 
V. Robinson and A. E. Konold, first and 
second vice-presidents, respectively; ex- 
ecutive committee members, Mrs. Agnes 
M. Bess and Mrs. Tressia R. Whitehead, 
all of this city. A secretary-treasurer is 
to be chosen later. 








Finds Fraternal Guaranty Sure 


The mutuality in a fraternal life in- 
surance contract today if issued on a 
legal reserve basis, now required by all 
states, assures the payment of the bene- 
fits promised, S. A. Oscar, secretary 
of National Mutual Benefit, Madison, 
Wis., comments in a letter. 

“As a matter of fact, a fraternal life 
insurance company writing its business 
on this basis cannot fail if its affairs are 
properly and efficiently administered,” 
he concludes. 


Former Society Official Dies 

Harrison M. Kelsey, 82, retired busi- 
ness executive and at one time secre- 
tary of the National Union, fraternal 
society, died at Toledo. 





August F. Hagen, South Dakota, man- 
ager of Maccabees, has been awarded 
the Fraternal Insurance Counselor 
degree by the Fraternal Field Managers 
Association. 








Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

© Twenty Payment Life 

© Endowment at Sixty-five 
© Twenty Year Endowment 
@ Paid Up at Sixty-five 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for fifty-one years in 
California, Oregon, Washing- 
ton, Colorado, Idaho, Montana, 
Nevada, Utah, and Wyoming. 


Write for particulars to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 
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J. M. Gantz Gives Good 
Reasons for Optimism 
CINCINNATI — The Joseph M. 
Gantz agency, leading unit of Pacific 
Mutual nationally, attained a 47 percent 
increase in paid for business during 
1941 and a 63 percent increase in vol- 
ume of new premiums paid. These 
gains were made without an increase in 
number of agents but instead by adopt- 
ing an entirely new sales attitude and 
by getting rid of all agents that did not 


subscribe to the agency’s new view- 
point, according to Mr. Gantz. 
Got Rid of Poor Producers 

Just about a year ago, Mr. Gantz, 


proceeding on the theory that the best 
time to be optimistic is when life in- 


surance men are gloomy, disposed 
of all his poorer producers, recruited 
new men in their places, modernized 


N. W. Mutual Life Slesded 7 Business 
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the offices and gave all his agents an 
intensive course in being optimistic. 

Mr. Gantz is optimistic about 1942. 
He observes that war clauses in 1942 
will affect not more than one-half as 
many persons as were out of work only 
two years ago. See the other 125 mil- 
lion, he says, they have a need, most 
of them have more money and most 
of them are more concerned about 
the future today than ever before and 
those three things are all that is neces- 
sary to make life insurance sales. 

Mr. Gantz calls attention to the new 
automobiles and many other things that 
will not be sold in 1942 and maintains 
that people are more scared of not hav- 
ing life insurance even with war clauses 
than they formerly were of paying for 
life insurance without any war clause. 





Five copies of “Problems of the Smaller 
Estate” by Attorney G. B. Rogers cost $1. 
Order from National Underwriter. 
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from distant agencies were still pouring 
in, held up by the late holiday mails. 
He gave some examples of agencies’ 
production which sounded more like 
figures for a year than for a single 
month, 

Carroll Submitted $3,000,000 


“On the phone the other day Marue 
Carroll, general agent at Oshkosh, said 
they would submit in December over 
600 applications for more then $3,000,- 
000—just how much more he didn’t 
know,” said Mr. Hill. ‘He made the 
significant statement that any agent who 
hadn’t taken full advantage of that two 
weeks’ opportunity was an agent in 
name only. Well, judging from the vol- 
ume, virtually everyone did take advan- 
tage of it with the result that hundreds 
of you rounded out a grand year. Be- 
lieve it or not, I know of several agents 
who. submitted more business in that 
two weeks than in the previous 11 
months.” E, H. Earley, Brooklyn, out- 
standing personal producer, submitted 
71 cases for $778,000 in December. 

Mr. Hill said the company has been 
much pleased with the field force’s re- 
action to placing the war clause on all 
ages and both sexes. He pointed out 
that a number of other companies are 
adopting the same type of war clause 
but said that the Northwestern felt that 
it was of prime importance that policy- 
holders’ interests should be protected 
irrespective of the’ actions of other com- 
panies. 


$4,021,500,000 in Force 








The Northwestern’s insurance in force 
figure is now considerably above the 
four billion mark, Mr. Hill said. As of 
Nov. 30 it was $4,021,500,000. He sug- 
gested that any who had not done so 
read the’ article “We and the War” in 
the December “Field Notes,” the com- 
pany’s agency. publication, as it would 
help answer’ questions which are bound 
to be asked by policyholders. 

Mr. Hill pointed out that in Canada, 
despite their two years of war, heavy 
taxation, defense bond sales, general 
business dislocation due to the war ef- 
fort, life insurance will show a decided 
gain. in life insurance sales with, of 
course, war riders on all policies. In 
addition, persistency of business on the 
books has improyed. Mr. Hill said he 
talked with a number of Canadian com- 
pany executives at a meeting in Toronto 
recently and their experience in the last 
two years was most encouraging. 


Looks to Future 


In connection with persistency of 
business Mr, Hill quoted a letter from 
Manager. J,, M. Holcombe, Jr., of the 
Life Insurance Sales Research Bureau 
reporting that the Northwestern’s term- 
ination rate of 3.92 percent for the first 
nine months of the year was the lowest 


reported to the bureau for a comparable 
period, and apparently the lowest term- 
ination figure that any company has ever 
reported to the bureau. 

Remarking that firms all over the 
country are setting up salary deduction 
machinery to enable their employes to 
buy defense bonds on the easy payment 
plan, Mr. Hill said that when the happy 
day comes that such sales are no longer 
needed smart agents are going to try to 
substitute life insurance premiums for 
payments on defense bonds and will suc- 
ceed in many cases. It will be a natural 
opener in organizations not having 
salary savings life insurance plans, he 
said, adding that “fellows who know 
from experience tell me that there’s 
nothing quite like a salary savings case 
to build an agent in solid with a good 
crowd of Northwestern type buyers.” 
The company has averaged one new 
salary savings case a week for the last 
19 months, Mr. Hill said. 

While it is too early to tell what the 
results for the entire year will be in pro- 
duction, Mr. Hill said that for the first 
11 months the Detroit agency, headed 
by Charles Eckert, stood in the lead. 
He also cited the work of the leading 
producer in the agency, Lester Hatcher, 
who paid for $584,016 on 63 lives in the 
first 11 months alone. 


Advises Having Wills Drawn 


Asking his audience whether they had 
properly drawn wills, Mr. Hill said that 
one of the most important things they 
could do on their return home was start 
the year right by having a will properly 


“drawn, while married men should have 


wills drawn for their wives. Wasted 
time, expense and embarrassment to 
those left behind can be obviated by 
heeding the advice so often given clients, 
said Mr. Hill. 

Touching on potential prospects, Mr. 
Hill remarked that students were the 
leading occupational group in North- 
western’s November sales, both in lives 
and volume, with an average size case of 
$2,500. Housewives as a class repre- 
sented more than 4 percent of lives and 
volume with an average size case of 
$3,800. 

Northwestern will continue its strong 
national advertising program this year, 
said Mr. Hill, giving some of the de- 
tails of schedule. A feature of particu- 
lar interest to agents dealing with men 
of wealth is that Northwestern will run 
six full-page advertisements in “Fortune” 
magazine, all of them dealing with e&- 
tate settlement subjects. 


Selling Men of Wealth 


Addition of war clauses should have 
little or no effect in sales to the man 
of means because these men are usually 
old enough so that. exclusion of the war 
hazard is of no moment, said R. U. Red- 
path, Jr.. New York City. He said that 
a number of such prospects, even though 
they knew the war clause deadline was 


imminent, preferred to wait so as to 
have the necessary time to give careful 
consideration to what they were doing. 
As a result he is as solidly booked up 
with appointments for the next two 
— as he was during the December 
rush, 


Pension Trust Sales 


L. C. Jones, assistant director of agen- 
cies, and W. F. McMartin, New York 
City, made a joint presentation dealing 
with employe pension plans. Explain- 
ing why it is impossible to get up a 
pre-designed plan that will fit all cases 
and be complete except for installation, 
Mr. McMartin said that each plan must 
be custom made to suit the circum- 
stances and the desires of the employer 
and the needs of his business. 

Some of the questions that must be 
answered for each plan are the follow- 
ing: What retirement benefits are to 
be provided, to begin at what retirement 
age? What proceeds, if any, are to be 
payable on death before retirement? 
Are social sceurity benefits to be con- 
sidered as part of retirement benefits? 
Who shall be the trustee or trustees? 
Corporate or personal? Shall there be 
an advisory committee or pension board 
in addition to the trustees? Does the 
plan meet the requirements imposed by 
federal statute? Is the plan to be con- 
tributory or non-contributory? On what 
basis? The employe’s contribution is 
from taxed income, the employer’s from 
untaxed dollars. What bearing does this 
fact have on the basis of contributions? 


No Two Alike 


Mr. McMartin said that these ques- 
tions and many more all require indi- 
vidual answers. They cannot be gen- 
eralized. No two cases are alike. It 
is important to note, he said, that these 
trusts are not sold. They are designed 
and selling is an integral part of the 
process of design. In the design of a 
pension trust it is important that the 
plan be a genuine retirement trust, not 
a device for the untaxed transfer of 
profits to stockholders, partners, or 
owners. 

Pension trusts must be for some or all 
employes, He particularly urged cooper- 
ation with the client’s lawyer to be sure 
that there is no conflict between the pro- 
visions of the trust agreement and the 
company’s practice. For example, the 
trust agreement may provide for re- 
tirement at age 65 but the retirement 
policy provides for maturity at the 
policy anniversary nearest age 65. There 
must be flexibility enough to permit the 
trustee to correlate such differences. 


Home Office Receptive 


Mr. Jones discussed the home office’s 
attitude toward pension trusts, saying 
that the Northwestern does not share 
the feeling of some companies that 
pension trust sales should be curtailed. 
On the other hand, the company is not 
going out of its way to promote them, 
realizing that it is a type of sale requir- 
ing plenty of time, knowledge and some- 
times the spending of some money be- 
fore it is consummated. 

Others who spoke at the meeting 
were H. D. Goldman, Roanoke, Va.; 
Harry Krueger, New York City; and 
H. M. Files, general agent, Syracuse. 
C. L. McMillen, general agent New 
York City, addressed the final session 
but dealt entirely with intra-company 
matters, 








P. T. Allen, general agent, Buffalo, 


and R. R. Brown, Winston-Salem, were 
co-chairmen of the first session. D. B. 
Fluegelman, New York City, presided 
at the afternoon session, and W. A. 
Steadman, Newark, was chairman the 
second morning. Mr. Allen was toast- 
master at the luncheon which concluded 
the convention. George W. Campbell 
led the singing, with Jack Flynn of the 
McMillen agency, New York City, as 
accompanist. Mrs. Flynn played a num- 
ber of selections on the pipe organ. 


Leaders Are Given 


Following are the leading producers 
of the territory, in volume and in lives, 


Institute 
Classifies War 
Clause Types 


NEW YORK—The Institute of Life 
Insurance has released a survey of war 
Clause actions of 36 leading companies 
which gives an over-all picture of what 
has been done to date, though company 
names are not given. The survey points 
out that there are three basic limitations 
in the various clauses, which are used 
in varying combinations: war deaths; 
seivice in the armed forces; and death 
outside the United States. 

Three companies exclude claims un- 
der the clause only when all three of 
these circumstances are present. Thus, 
civilians are covered regardless of the 
place of death, ordinary deaths are cov- 
ered regardless of the status or place of 
death, and all deaths within the United 
States are covered regardless of status 
or cause of death. 

Most companies, however, apply a 
combination of three circumstances. 
Clauses of the other 33 companies cov- 
ered in the survey limit the coverage in 
accordance with the following condi- 
tions: 

Four companies—to a member of the 
armed forces if death results from an 
act of war, within or outside the United 
States. 

One company—to either a civilian or 
a member of the armed forces if death 
results from an act of war happening 
outside the United States. 

Three companies—to a member of the 
armed forces if death occurs outside the 
United States, whether as a result of 
an act of war or from other causes. 

Two companies—to either a civilian 
or member of the armed forces if death 
results from an act of war outside the 
United States; and to a member of the 
armed forces if death occurs as a result 
of an act of war within the United 
States. 

Two companies—to a member of the 
armed forces if death results from an 
act of war either within or without the 
United States, or from other causes 
while outside the United States. 

Ten companies—to either a civilian 
or a member of the armed forces if 
death results from an act of war out- 
side the United States; and to a mem- 
ber of the armed forces if death re- 
sults from other causes, while outside 
the United States. 

Eleven companies—to a member of 
the armed forces if death results from 
an act of war, whether within or out- 
side the United States, or if death re- 
sults from other causes if outside the 
United States; and to civilians in the 
event of death as a result of war if 
outside the United States. 

The survey notes that the only clause 
which can be issued on New York poli- 
cies is one excluding war deaths among 
the armed forces. 








together with their respective agency 
affiliations: Volume: T. K. Carpenter, 
New York City (McMillen), $839,559; 
Herman Duval, New York City (Mc- 
Millen), $680,809; W. F. McMartin, 
New York City (McMillen), $638,807; 
D. B. Fluegelman, New York City 
(Recht), $632,023; H. L. Peebles, 
Wheeling, $588,255; John Binns, New- 
ark, $541,677; Albert Phillipson, New 
York City (Recht), $447,719; W. B. 
Arnold, Harrisburg, $446,690; A. N. 
Smith, II, Durham, N. C., $425,632; F. 
N. Tornow, Buffalo, $425,052. 

Lives,’ M. H. Phelps, Syracuse, 133; 
L. R. Schultz, Philadelphia, 121; Israel 
Franklin, Providence, 95; R. R. Brown, 
Durham, 91; J. A. Smith, Pittsburgh, 
8813; M. H. Abernathy, Durham, 87%; 
D., H. Tompkins, Wheeling, W. Va., 
87%; C. S. McFarland, Lancaster, Pa., 
81; T. K. Carpenter, New York City 
(McMillen), 78144; G. M. Venable, At- 
lanta, 70; H. L. Hurrelbrinck, Jr., Balti- 
more, 70. i ; 
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Phelps Relates Experiences 
of An Agent for One Day 


Nelson D. Phelps, general agent of 
the Northwestern Mutual Life in Bos- 
ton, in his talk before the eastern con- 
vention of his company gave a day’s 
experience of one of his agents to show 
what confronts a man out on the firing 
line and how much courage he must 
have to overcome obstacles. Mr. Phelps 
said: 

“One day not long ago this ambitious, 
energetic and altogether intelligent agent 
got himself up in_ the morning deter- 
mined to put in an ideal day’s work. This 
high-minded determination was the re- 
sult of a week-end conference with his 
wife, Things hadn’t been going too well. 
Some good months in the year but more 
blank ones. On a chart it looked like a 
seismograph record of an earthquake. In 
any event this sort of thing coudn’t go 
on. His whole plan of work needed an 
overhauling—and that is what they had 
done. This was the first day on the 
revamped schedule. 


Didn’t Want to Be High Pressured 


“Starting direct from home his num- 
ber one call was at 9:15 by appointment. 
He was going to close this glassy-eyed 
so -and-so or know the reason why. The 
fellow had wanted to think it over for a 
few days. The plan looked good but 
there wasn’t any rush and he didn’t like 
to be high-pressured into anything. He 
walked in this morning with his best 
smile. This bird just couldn’t say no. 
The program plan he had laid before him 
showed this additional coverage to be 
imperative. And Lord knows he could 
pay for it without too much of a stretch. 
But it was no go. 

“He could feel that ‘N-O’ coming right 
from the start. It had happened often 
enough before so he knew all the signs. 
No use talking about it any further. He’d 
gone over his affairs and this new in- 
come tax was just the last straw. Sure, 
maybe his family would suffer and may- 
be couldn’t have all he wanted to retire 
on—he couldn’t help that. He’d just 
have to wait until this war situation was 
over. Why, did Mr. Agent realize that 
this new income tax practically doubled 
last year’s tax? Where was he going to 
get money for that—much less buy any 
new life insurance? 


Called on Referred Prospect 


“His next call was on a referred pros- 
pect reputed to be making a whale of a 
lot of money on defense contracts. By 
luck, he was able to see him—not for 
long—but he did see him. He was glad 
to talk to a friend of good old Whosis 
and was sure that he had an interesting 
story but no need to waste their time. 
He’d been all through it before. If it 
was life insurance, the answer was no. 
Had all he could possibly swing. Would 
like to increase it but these are artificial 
times. Sure he could get by with an in- 
creased load this year and maybe next if 
the government didn’t syphon it all off, 
but we are headed straight for the worst 
depression this country ever saw and he 
wasn’t going to make any commitments 
or buy anything that couldn’t be paid for 
today in cash. As a matter of fact, it 
looked to him as though the country was 
all caught up. The swan sor~ of capi- 
talism. Better get smart and get a nice 
cozy job with the government. 


Looked More Promising 


“Our friend’s next call looked more 
promising—a young doctor recently ap- 
pointed to the staff of medical clinic— 
good promotion—must mean increased 
income. Unfortunately the doctor was 
busy. He’d try later in the day. 


“His next call was on a local branch 
manager of a business machines agency. 
This fellow had told him six months ago 
that he’d be ready to go ahead about this 
time. But he hadn’t known then about 
priorities. Couldn’t possibly do anything 
now. Didn’t know how long he’d be in 
business the way things were going. 
Couldn’t promise his best customers de- 
liveries under six months. And so forth. 

“His watch showed him that he had 10 
minutes to get across town to keep a 
luncheon date with a center of influence. 
A traffic jam made him 15 minutes late 
for his appointment but it didn’t matter. 
The secretary of his C. of I. explained 
that her boss had been unexpectedly 
called to Washington, would try to 
phone him sometime next week. Well, 
things were running true to form. Two 
names held in reserve for substitute 
lunch dates were both out so he had a 
sandwich at a counter restaurant. 


High Spot of the Day 


“His next call was to be the high-spot 
of the day—a wealthy man in a responsi- 
ble job. Referred by a policyholder—but 
‘don’t use my name.’ He’d sent two pre- 
call letters to warm him up. The great 
man was busy—but he could wait. It’s 
a good thing he could because he didn’t 
see him for nearly an hour. And the 
big man looked harassed and worried. 
The interview barely started when a 
long-distance call broke it up for ten 
minutes. During the next half hour, 
punctuated by more ’phone calls, a secre- 
tary with important papers to sign and 


two other interruptions, our friend 
learned about the administration in 
Washington, what was happening to 


business, Ww hat i in particular was going to 
happen to the currency. Here we were 
adding billions of dollars of war debt to 
a country already under the worst load 
in history. Who was going to pay for 
all this?) There was only one answer 
and that was an inflation like no one in 
these free United States had ever known 
—and ‘your product, young man, won't 
be worth the postage to collect.’ He was 
told these things with so much emphasis 
and desk- -pounding that he thought for 
a while that he was to blame for the 
whole awful mess. He was sweating 
when he came out and wondered whether 
his policyholder friend had referred him 
to this bird as some kind of a joke. 


Had the Doctor to See 


“He still had that doctor to see. He’d 
show that baby that he couldn’t be pushed 
around! He’d taken about all he could 
stand in one day. He'd tell this turkey 
where to get off. But he didn’t have to. 
The doctor was swell—very cordial. He 
wanted his life insurance situation set up 
for him because he was being called into 
the army medical corps and it would 
probably be a long time before he could 
afford any more. Better get what he 
had in proper shape. Certainly would 
appreciate it. The service the life insur- 
ance companies were giving these days 
was a wonderful thing. He didn’t see 
how they could afford to do it. Well, it 
was getting late. Better clean up some 
things at the office and make dates for 
tomorrow. 


Went to His Office 


“He parked his car 10 blocks from the 
office and walked in. The cashier looked 
at him over the counter inquiringly but 
immediately lost interest when he 
showed no signs of having an applica- 
tion. As an afterthought she called to 
him to say that Dr. Schmaltz had 
‘phoned to say that that man had failed 


to keep his appointment for those blood 
pressure readings and Schmaltz seemed 
pretty much put out about it. 

“He found three pieces of mail in his 
box. One, a notice from the bank that 
Mr. Jones had neglected to pay his note 
now three days overdue. Two, a blue 
letter from a doctor in the home office 
whose name he could not decipher which 
stated: ‘We have information from a re- 
liable source that Mr. suffered 
an attack of indigestion in 1939 and was 
treated at that time by Dr. Quinn. Please 
furnish us with a statement from the 
doctor giving diagnosis, prognosis, etc., 
etc.’ The third letter was from the brok- 
erage manager of a competing agency 
announcing their new ‘Zephyr’ policy— 
half premium, double protection and 
triple commission to 65. They wanted his 
surplus business and a chance to dem- 
onstrate their service. Just supply one 
prospect and they would do the rest. Our 
friend reflected that it sounded like a 
good idea. 

General Agent Exuberant 


“Just then his general agent came up 
and slapped him heartily on the back— 
asked him how things were going. Be- 
fore he had a chance to reply, the G. A. 
insisted on telling him of the great bust- 
ness Joe Dokes was doing i in spite of the 
fact he’d only been at it for six short 
weeks. He’d have to step on it if he 
didn’t want Joe to pass him up. By the 
greatest self-control he refrained from 
giving the G. A. a sock in the puss which 
he damn well deserved. 

“And so ended his ideal day. A good 
try, you'll say. Maybe this agent could 


have done or said things he didn’t do or 


say. Maybe some of you have never 
had a day just like that, but you have 
some that were first cousins to it. We 
all have, although fortunately they don’t 
happen often.” 


Mr. Phelps’ Comment 


Mr. Phelps in commenting on this 
agent’s experiences of the day said: 

“The thing that saved this agent’s 
business life was that he had the resil- 
iency and courage and guts to start again 
on Tuesday—because he knew and we 
know that many of these things can be 
overcome, others can be avoided and 
some few we just have to stand up and 
take. 

“To those who have been in this busi- 
ness over the past ten years, this has a 
very familiar ring. At no time during 
that period have we not had more than 
our share of trouble. As a matter of fact, 
I have about come to the conclusion that 
life in this business (and maybe in all 
businesses) consists of a series of rises— 
the continual overcoming of a long series 
of what appear to be insurmountable ob- 
stacles. Sooner or later we become tem- 
pered by experience to this circumstance. 
We learn that current problems always 
look bigger, more dangerous and infin- 
itely more important than those of the 
past so we automatically discount them 
at the start. We reflect that we have 
never yet met a situation which has 
thrown us for a permanent loss—nor are 
we likely to. After ten years of terrific 
beating we are alive and kicking and 
fairly confident of our ability to take on 
anything the future may bring.” 





Specialization in Certain 
Business Fields Will Pay 





With the entire nation dislocated by 
war, the 1942 life insurance market calls 
for specialized prospecting, Henry M. 
Files, general agent at Syracuse, N. Y., 
of Northwestern Mutual, said at the 
company convention in New York City. 
Various forms of business insurance 
should be given special attention, he said. 

Mr. Files and his agency already 
have successfully tested several busi- 
ness insurance approaches during the 
past several months. There are a num- 
ber of problems about which business 
men are thinking a great deal as a re- 
sult of the war situation. 

The most acute question which faces 
the business man concerns the large in- 
vestment in a business which, in most 
cases, is not liquid. In what position 
does the war place his estate with re- 
spect to taxes and large inventories and 
volume that may be largely devoted to 
war materials rather than normal civil- 
ian products? 

second question is the increasing 
shortage of experienced men and the 
uncertainty of satisfactory replacement 
if death should occur under these con- 
ditions. 

The Files agency has been success- 
ful in reaching this business insurance 
market by four general approaches. 


Cover on Technical Men 


Because of the shortage of technically 
trained men, such as engineers and 
chemists, if a company with big orders 
for defense materials should lose by 
death one or more of these men who 
are responsible in a large measure for 
maximum production, it might find it 
difficult to replace them, and it prob- 
ably would have to offer abnormal finan- 
cial inducement to get them. 

Mr. Files’ approach to a concern of 
this type is to ask if it wouldn’t be 


good business to have the company in- 
sure these men for an amount ranging 
from three to five times their annual 
salary. These amounts are in line with 
the problem of replacement about which 
the business man is so conscious. The 
premiums paid would serve a dual pur- 
pose: First, they give the company cash 
to reinvest in a man to replace the de- 





HENRY M. FILES 


ceased, even though larger salaries 
were required to do so; and, second, if 
nothing happens, the cash values in the 
policy offer a 48-hour liquid type of sur- 
plus separate and apart from all other 
funds. 
Response to has 


these suggestions 
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been ennai’ Mr. Files said. The 
agency has been favored with a sub- 
stantial volume of business from sev- 
eral companies that have insured these 
technically trained men in groups rang- 
ing anywhere from two or three up to 
15 or more. Today these are the “key 
men.” 


Insuring Executives 


Mr. Files said he had found less in- 
terest on the part of top men to con- 
sider insuring their lives in favor of 
their company, although there have 
been some inquiries in this direction. 
Because of increase in taxes, there has 
been a feeling on the part of some ex- 
ecutives that having life insurance on 
their lives payable to the corporation 
would possibly increase the value of 
their stock and thus subject their estate 
to heavier estate taxes. Mr. Files be- 
lieves this is an incorrect assumption. 
The valuation of stock in a closed cor- 
poration for estate tax purposes is com- 
puted as of the date of death. The life 
insurance reaches the corporation after 
the death of the principal and is an in- 
demnification to the company for the 
loss of the key man and is not reflected 
in the stock valuation unless later dis- 
tributed in dividends, which would of 
course be taxable income to those by 
whom it is received. Legal counsel 
is not altogether in agreement on this 
particular question, and some _ case 
probably will have to be handed down 
by a higher court before there is a 
precedent to follow. However, with 
industrial expansion there should be an 
increased market in 1942 along this 
line. 


Small Businesses 


A second field which has proved a 
source of considerable new business for 
the Files agency in the past year and 
that seems to have excellent future 
possibilities is that of the small busi- 
ness. In every community there are a 
large number of small businesses fre- 
quently owned by one man who has 
associated with him, not as a partner, 
a younger person whom he has trained 
to assume some of the -responsibilities 
and who in all probability would carry 
on the business in the event of the 
death of the owner. This younger man 
may be a son of the owner, or he may 
simply be a fellow whom the senior 
member likes and feels able to give re- 
sponsibility. The business may be a 
sole proprietorship, or a small corpora- 
tion, the stock of which is owned prac- 
tically by one man. 

The proprietor or large stockholder 
is extremely interested in what is going 
to happen to the business at his death. 
If the business has prospered and has 
future potentialities, it seems too bad 
to think in terms of liquidating it when 
perhaps it could be operated profitably 
for the benefit of the senior member’s 
family. The older man ordinarily has 
spent his business life building the busi- 
ness and it probably represents the ma- 
jor part of his estate. He has only a 
relatively few years more of active busi- 
ness life and with the loss of this 
younger man he probably would be 
forced to provide in his will that the 
business be closed out. On the other 
hand, if the younger man lives, his ex- 
perience and training would permit the 
business to be carried on for the benefit 
of the older man’s family. 


Provision for Premiums 


The agency’s suggestion to the owner 
is that he either provide by gift or 
through increased compensation a suffi- 
cient amount to pay premiums on a 
policy on the young man’s life equal to 
the probable depreciation between what 
his business is worth as a going con- 
cern with him at the head and what it 
might bring at a forced sale by his 
executor. The application is made on 
the personal form naming the father or 
owner as the beneficiary, without the 
right to change it. In some instances 
the wife of the owner, or other mem- 
bers of his family, is named as contin- 
gent beneficiary. The insurance in the 





event the young man died, is to be pay- 
able to the owner of the concern as a 
hedge against possible future liquida- 
tion at a depreciated figure. 

In most cases the young man will 
survive the beneficiary, at which time 
control of the policy will revert to him 
and he in turn can name members of 
his own family as beneficiaries, who 
then will need similar protection now 
that he is the remaining responsible 
head of the business. 

The Files agency closed a number of 
applications along this line and actually 
has only scratched the surface, Mr. 
Files said. There are literally hundreds 
of similar situations in every commun- 
ity, and it offers a specialized type of 
business insurance selling which is ex- 
tremely simple in procedure and which 
can usually be completed in one or two 
interviews. One problem in selling 
business insurance is in getting a de- 
cision because the principal so often 
passes the buck and says that it will 
have to be approved by his board of 
directors, executive committee, and so 
on. In ‘this particular field, the agent 
can in practically every instance get 
his decision from the one man who 
owns control. 


Big Field in Partnerships 


A third field is partnership insur- 
ance. Since many small businesses are 
operated on this basis, it offers a big 
opportunity to the agent. The trouble 
is, Mr. Files believes, to find a simple 
method of procedure which the aver- 
age agent can use and which can be 
easily understood by men in business. 

Assuming the agent has established 
a need for some form of partnership 
agreement, the first thing to consider 
is setting up a partnership plan of liqui- 
dation and to establish a valuation of 
the partners’ interests. While there are 
a number of methods available, some of 
them are complicated and others are 


subject to considerable possibility of 
inequity. The simplest method, he 
said, is to establish a valuation on the 


arbitrary plan of annual value. After 
a preliminiary interview in which the 
need for partnership agreement is es- 
tablished, the agent asks for a second 
interview. This is devoted entirely to 
the matter of valuation. The agent 
suggests that current inventory, ac- 
counts receivable, physical property, if 
any, less any business indebtedness, be 
totaled. He asks the partner if this 
represents a fair current valuation. If 
so, he then proceeds to suggest that 
before details of an agreement are pre- 
pared by their attorney, it would be 
well to make informal applications for 
insurance in the amount of their re- 
spective partnership interests, explain- 
ing that the only place insurance has 
in the transaction is as an automatic 
method of finance which eliminates the 
necessity of the surviving partner hav- 
ing to secure similar funds elsewhere. 
If either of the partners is uninsurable, 
it presents a rather complicated situ- 
ation, and it is better to make the ap- 
plication and get the policies issued 
before the agreements are drawn. 


Valuation Is the Key 


If this valuation is not satisfactory, 
usually because of the item of good 
will, further discussion of valuation is 
necessary. This is the most important 
interview in a partnership sale and if 
a satisfactory valuation can be agreed 
upon, the rest of the sale and the agree- 
ments involved follow along with very 
little trouble or complication. Mr. Files 
has one partner apply for insurance on 
the life of the other, and vice versa, 
and keeps away from naming wives as 
beneficiaries because in most instances 
these transactions only involve moder- 
ate amounts and add confusion. While 
he feels it is desirable and likes to use 
a trustee, many partnerships do not 
want to pay the extra fees and prefer 
simple agreement binding their estates 
between themselves. 

The fourth field is the retirement of 
stock interest in closed corporations. 
Mr. Files said his agency had experi- 


enced some difficulty in writing this 
type of business. It is more difficult to 
establish a valuation of the stock, which 
of course is most important. Secondly, 
the laws of different states restrict cor- 
porations from buying their own stock 
to a greater or less extent. Because 
stock, unlike partnership interests or 
sole owner holdings, is a negotiable 
instrument and can be passed by will to 
other members of the family, there 
seems to be less interest from a liqui- 
dating standpoint among businesses of 
this type than among partnerships or 
sole proprietorships. 

The major part of most men’s es- 
tates is represented by the investment 
in their respective businesses. With 
high taxes and complications of war 
conditions “we have never had a better 
opportunity to be of service to business 
men or a more lucrative field from 
which to secure a generous portion of 
our 1942 production,” he said. 


Selling the White 
Collar Worker 


_ Optional settlement can be used effec- 
tively in reaching the white collar 
worker, Harry Krueger, assistant to Ru- 
dolph Recht, general agent in New York 
City for Northwestern Mutual Life, 
stated at the company’s regional meet- 
ing in New York. The white collar 
worker in many cases has had salary in- 
creases but these have not always been 
sufficient to absorb the increased demand 
upon income. 

Mr. Krueger recently sold a man who 
did not wish to disturb his program. But 
he purchased a small policy settled un- 
der the interest option permitting the 
beneficiary to withdraw $500 a year. This 
is to absorb the increased living ex- 
penses. Now that the man is a client, he 
is going to turn over to Mr. Krueger his 
policies for a complete review. 

It is an effective idea merely to super- 
impose on policies which provide a 
monthly income additional insurance 
payable in the above manner, Mr. Krue- 
ger said. If the man is disturbed because 
of present conditions, the agent can make 
the sale without the necessity of a com- 
plete analysis beforehand. 


Some Are Prospering 





Some of the white collar people have 
increased incomes and some of the pro- 
fessional people are prospering. Check- 
ing forms that have been awarded de- 
fense contracts is helpful. 

Many prospects in today’s market are 
concerned about their future and their 
ability to pay higher taxes, and higher 
living costs. The agent must capitalize 
on these fears. An ideal strategy, Mr. 
Krueger believes, is the use of settle- 
ment options. This means program- 
ming in the light of today’s conditions. 

Mr. Krueger pointed out that his com- 
pany has a contract which, if payable in 
one sum, pays $25,000. If payable in 
monthly installments the amounts total 
$34,000. This has a great deal of appeal 
nowadays because every one is worried 
about how to stretch the dollar bill. 

The wide publicity given increasing 
rents has aroused considerable interest 
in mortgage insurance. Settlement op- 
tions come in handy here. In a recent 
case the agent discovered that there was 


a clause in the mortgage that insisted 
upon payment of the installments as 
they fell due to the end of the mortgage 
period. Mr. Krueger immediately sug- 
gested a life insurance contract which 
would provide for payment of the pro- 
ceeds in monthly installments under an 
optional settlement of an amount corre- 
sponding to the amount of the monthly 
payments on the mortgage with addi- 
tional sums withdrawable yearly for up- 
keep, and with the further privilege of 
taking any remainder in cash when the 
mortgage was liquidated. The man 
bought without further investigation. 


Options Make Big Difference 


It is often effective to ask the prospect 
if he realizes that the amount available 
as an annuity under different contracts 
varies by as much as 20 percent. In these 
times it is good strategy to make the 
man wonder if he has arranged his poli- 
cies to realize their maximum benefit. 
If he realizes that from some contracts 
he can get as much as 20 percent more 
by utilizing certain options, it very often 
leads to interests in discussing ways and 
means of doing it. 

For those in the middle group whose 
incomes have not been increased, the 
agent must either make an attempt to 
close on the idea that he must buy to- 
day, in the hope of a more prosperous 
tomorrow for him, or discard him alto- 
gether, 

There are a great many skilled work- 
ers who can be sold today if the agent is 
willing to do the prospecting necessary 
to get to them and to adjust his time to 
theirs, he said. This means calls during 
the evening or noon hour, or over the 
weekend. A substantial number of these 
people can be sold. One of the ways of 
reaching them is to go to centers of in- 
fluence in the management group and 
find out who are the shop foremen, su- 
perintendents, etc. With many of them 
the agent can employ a very simple pro- 
gram idea to awaken their consciousness 
to the value of life insurance. 


Consider A. & H. War Clauses 


The question of war clauses in acci- 
dent and health policies was discussed 
at a meeting Wednesday of executives 
of Chicago companies writing that line. 
It was generally agreed that cover 
should be continued for men in serv- 
ice while in the United States, except 
for invasion and bombardment. 

There was considerable sentiment to 
the effect that some degree of cover- 
age against actual war risks should be 
provided for civilians in the United 
States, who are not so covered under 
most policies and a committee was 
named to investigate what can be done 
along that line. 


Great Southern Pays 5% Bonus 


The 229 home office employes of Great 
Southern Life receiving less than $3,000 
in salary were paid a bonus of 5 percent. 
The announcement was made by Execu- 
tive Vice-president L. S. Adams at the 
annual holiday party. The fact had been 
closely concealed until then. Mr. Adams 
recommended the purchase of defense 
bonds and stamps with this extra com- 
pensation. He stated that Great South- 
ern was the first life insurance company 
to give defense bonds as prizes. It gave 
a $25 bond to each member qualifying 
for the Presidents Club. 
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Public rooms for banquets, 
dances and special employee 
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field men, agents & brokers. 
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By popular demand from both its agents and the public, Connecticut Mutual’s wall 


calendar for 1942 again features full-color reproductions of the works of famous 
- American contemporary artists. Other artists represented are: Stanley Woodward, Dale 
New advisory committees of managers and field representatives meet with Mutual a _— Pike, Frederick J. Waugh, John Wenger, Yovan, Gilmer Petroff and 
Life of New York home office executives: Left to right (seated)—Jacob W. Shoul, Bical ae ay “Ey; : 
Benen: C. 3. Mites 8 ‘ Pa.: W. W. J Cdn Reniies Candy Meno Four of the paintings appearing in the calendar are reproduced above: “High Tide 
shed Ae ec ap el eta ” ws ee oe See en ene _ at Morning” by Anthony Thieme, “This Is My Own” by Rockwell Kent, “Leaping 
president National Field Club, Hartford; William G. Godwin, Colorado Springs; Marlin” by W. G. L iC 5 Mehiad™ tee. Liens Hin 
H. B. Cadwell, assistant to vice-president and manager of agencies. a ee ae Oe ee ee eT ae 
Standing—Alexander E. Patterson, vice-president; R. T. Stevens, trustee; C. C. 
Sherman, administrative assistant agencies department; C. J. Currie, Atlanta man- 
ager; C. E. Brown, Grand Rapids manager; J. F. Trotter, Kansas City manager; A. 
W. Buettner. agency inspector; J. Roger Hull, vice-president and manager of agen- 
cies; J. H. Blackman, Jr., Scranton manager; Lewis W. Douglas, president; A. F. 
Haas, assistant to vice-president and manager of agencies; Gifford T. Vermillion, Chi- 
cago manager; Roger Bourland, supervisor premium budget plan; Robert L. Young. 
agency secretary; Julian S. Myrick, second vice-president; Alfred C. Nelson, Oak- 
land manager; W. F. Shaw, assistant manager of agencies; W. La Von Robison, Bill- 
ings, Mont., manager. 




















Canadians at Institute of Life Insurance annual meeting in New York: W. J. Beattie, 
assistant general manager Canada Life (left); R. Leighton Foster, general counsel Ca- 
nadian Life Insurance Officers Association, and W. M. Anderson, assistant general 
manager North American Life of Toronto. 





Lawrence C. Woods, Jr., (center) in his new role as deputy Pennsylvania admin- 
istrator of defense bond and stamp sales, sells William M. Duff, (left) president 
Edward A. Woods Company, Pittsburgh general agency Equitable Society, 1,000 
thrift stamps for distribution in the agency. Postmaster S. A. Bodkin, of Pittsburgh, 
is delivering the stamps. Mr. Woods is temporarily relieved of his duties as assistant 
manager of the Woods agency to assist in bond sales. 


Frank A. Palumbo, agency organizer 
Heifetz agency Mutual Life of New York 
in Chicago, at the “mike” at a meeting of 
300 men released by the army sponsored 
by the Illinois Selective Service Men’s Re- 
employment Committee, of which Mr. Pal- 
umbo is a member. 





New officers and committee chairmen of Life Agency Managers of Chicago, organi- 
zation formed to replace General Agents & Managers Division: (L. to R.)—R. R. 
Reno, Equitable Society, director; E. W. Hughes, Massachusetts Mutual, secretary- 
treasurer; C. B. Stumes, Penn Mutual, director, legislation; J. H. Brennan, Fidelity 
Mutual, president; J. D. Moynahan, Metropolitan, by-laws; E. M. Schwemm, Great- 
West Life, vice-president, program. 
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Here it is— 


Ready Soon. Price $2.50 








Typical Questions Answered 
by "WHO WRITES WHAT?" 


What companies will accept brokerage cases? 
What companies write men above age 65? 
Where can I place that single premium case? 
Who will write renewable term? 

What companies retain substantial amounts? 
Who uses graded death benefits on substandard? 
What companies write group annuities? 


What companies will write retirement annuities 
for pension trusts? 


Who writes term for more than 10 years? 
Where can I place that salary savings group? 
Who writes $10 a month disability income? 
Who will take 10 years’ premiums in advance? 
What companies pay direct to a minor? 
What life companies write group A. & H.? 
Who will cover the aviation hazard by extra 
premium? 


What companies allow a beneficiary to elect 
more than one settlement option? 


Who writes deferred survivorship annuities? 


What companies make substandard insurance 
available to other than their own agents? 


What companies will accept overweights? 


What companies permit application of settle- 
ment options to cash values? 

Who writes 5 pay life?—5 year endowment? 

Who writes a contractual “spend thrift” clause? 

What companies write hospitalization on indi- 
vidual risks?—on group risks? 

Where can I cover that aviation passenger fly- 
ing practically every day? 

What companies write mortgage protection 
with reducing coverage? 


Who will write the combination single premium 
and annuity contract? 


And Many, Many ofhers! 











Don't fret, or swear or "hunt around." Save time 
and nerves, ‘cause now you've found The book with 
the answers, (all nicely bound). "Who Writes What?" 
—puts your feet on the ground. 


“Who Writes What?’’ 


An entirely NEW TYPE of reference book that 
answers the Brokerage Business problem! 


How often have you been bothered by questions such as—‘“where can 
I place that substandard case?—that single premium case’—what com- 
panies write term to 65?—or mortgage protection?—how can I get cov- 
erage for that wealthy woman?—what can I do about that salary sav- 
ings or aviation case?” 

Hundreds of questions such as these have long been the bane of many 
an underwriter’s existence. No longer, however, will they be a problemn— 
for the new reference book “Who Writes What?’ will give the direct an- 
swers to the vast majority of all such questions having to do with surplus 
business. 


Don’t Search! Don’t Write! Don’t Phone! 


Just turn to “Who Writes What?” and there you will find in one place 
all of the companies that will do what you want at the moment. Based 
upon the many thousands of questions that are put to The National Un- 
derwriter’s Statistical Division each year, and upon the recommendations 
of a large group of successful underwriters who have cooperated in a spe- 
cial survey on this subject, “Who Writes What?” promises to be the 
“bible” of all underwriters having to do with brokerage business. 


Gives You the Answer Instantly 


Arranged by questions—not by companies, “Who Writes What?” is 
prepared on an entirely different basis from any other reference book. If 
you want to know about insurance on “women” for instance, just open the 
book to that section. There you find the various questions and the an- 
swers, telling you just which companies will do what. If it’s 5 pay life, 
you turn to that heading and there you will find the companies that write 
this form. There is not only a comprehensive topical index, but all related 
subjects are carefully cross-indexed so that you can find all the desired 
points quickly. 


You May Get It “On Approval” 


Space prevents full description, but since our advance investigation 
proves so conclusively how helpful ““Who Writes What?” will be, it is 
offered on ten day approval to any reliable underwriter. May we urge 
you to be among the first to get this long-needed manual. 


Order Yours NOW > Mail This Coupon For Yours—TODAY 


Send me on "ten day approval" 


...cop... of “WHO WRITES WHAT?”, at $2.50 
(1 Check Attached (1 Charge my Account 
0 Send C.O.D. 


while it’s 
Brand NEW! 
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Address 
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To The National Underwriter Co. Ff 
420 East Fourth Street, Cincinnati, Ohio 
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